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1 National Life Insurance Com- 
; pany from twenty-seven states 
will be guests of the Company 
in Cincinnati, September 10, 
11 and 12, on the occasion of 


the dedication of its new 


Home Office, shown in the 
illustration at the right. 
September 9th is the Com- 
pany's Twenty-fifth Anniver- 
sary and celebration of the ° 


Silver Jubilee will be com- 
bined with the dedication of 
the Home Office building. 
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The Ohio National Life Insurance Company 
T. W. Appleby, President Cincinnati, Ohio 
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erhaps one of fatherhood’s 
greatest interests is in looking 
ahead and planning for his son. 
He hopes the boy will have 
more ability than Dad pos- 
sesses and, if possible, better 
training. The September 
Metropolitan's advertisement* 
shows the Field-Man talking to 
a father about this subject in 
which the father is so intensely 
interested. 


Before grammar schools, high 
schools and colleges open for 
their fall terms is a good time 
to talk about Educational Fund 
policies. The Metropolitan's 
advertisement may start 
fathers thinking before a Field- 
Man calls. 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 
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Union Central’s advertising in national magazines Li 
talks about a man’s life insurance problems in his 
own language, in a simple friendly way. 


His immediate need for more protection is sug- G. 
gested by a picture of another family just like his 
own in the same boat. Then the solution is sug- Of 
gested . . . investigated . . . and adopted... 
by the family in the picture—all in quick, succes- 
sive flashes. I 


The result is happiness; and every family who Pri 
reads about it wants the same happiness. That’s 
why readers of The Saturday Evening Post, Time, 
Collier’s all over the country are interested pros- 
pects—when the Union Central representative 


calls. 


“Let’s not discuss that, dear. You said 
something about the Economic Adjust: 
ment Policy being an investment. Tell 
me more about that.’ 


“, . . and it’s great to know 
that, no matter what happens 
to me, you and Sally are pro- 
vided for!” 





The 
UNION CENTRAL 


Life Insurance Company 


CINCINNATI 
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Many Mortgages 
Being Refunded 


Taking Farm 





Life Companies 
Loan Bonds at Lower Rate 
of Interest 


GAINERS IN LONG RUN 


Officials Are Dealing with Individual 
Cases as They Arise and 
Decide on Merit 


Life companies so far have had a few 
evidences of the actual operation of the 
Frazier-Lemke national farm bankruptcy 
act but it has been used on some oc- 
casions in the way of a threat. Com- 
panies usually in instances of this kind 
have dealt with the farmer, making con- 
cessions and satisfying him so that he 
would not resort to the operation of 
the new federal law. ‘Therefore com- 
pany officials dealing with farm mort- 
gages say that so far this new fangled 
legislation has not been anything of a 
factor. 

Take Farm Loan Bonds 

Life companies on the other hand 

have had numerous cases where their 


farm loans have been refunded and they 
have taken government bonds through 


| the farm loan banks paying 3 percent 


interest. Executives dealing with their 
farm mortgages say that while the com- 
panies have had to take a loss, at the 
same time they have strengthened their 
position by getting rid of some sour 
loans. Naturally the federal farm loan 
banks are not refinancing only the farm- 
ers that have been unable to meet their 
obligations. In order to bring about a 
Satisfactory average the farm banks ex- 
pect therefore to get an equal number 
of good loans. Life companies are not 
anxious to part with farm mortgages 
where the interest is not delinquent, 
Where the prospect is good and where 
there is every reason to believe the loan 
will be paid. At the same time in order 
to exchange the poor loans for bonds 
It is necessary to part with some good 
mortgages, 

The companies so far find that in 
these deals they have had to chalk up 
Something of a loss in the way of de- 
linquent interest in order to get the 
bonds. A farmer may be behind in his 
interest, taxes, loan to banks, etc. There- 
fore the federal farm banks in refinanc- 
rs have to take into consideration all 
ese obligations. A life company there- 
fall may not be able to get back the 
ull amount of principal. The creditors 
Ps to agree on a pro rata apportion- 
a but even at that the life compa- 
a are probably in better shape be- 
br they have gotten rid of some 
ot Poor loans and the bonds they now 
a has interest is low, are prac- 
he same conclusion is reached as 
i loans by the Home Owners Loan 
Tporation although the machinery in 


to 





Prominent Speakers Listed 
for A. L. C. Annual Meeting 





J. B. EASTMAN ON PROGRAM 





Some Features of the Forthcoming 
Gathering of the American Life 
Convention 





Joseph B. Eastman, coordinator of 
transportation, will be among the speak- 
ers who will address the annual meeting 
of the American Life Convention at the 
Edgewater Beach Hotel, Chicago, Oct. 
8-12. Mr. Eastman’s subject will be ‘““The 
Railroad Situation.” As life companies 
are among the heaviest investors in rail- 
road securities, Mr. Eastman’s views of 
the railroads of this country will be of 
more than passing interest. The address 
is scheduled for the afternoon of Oct. 10. 

The morning of Oct. 10, Arthur B. 
Wood, president of the Sun Life of Can- 
ada, will speak on “Permanence of Life 
Insurance.” It will mark his first ap- 
pearance before the convention since he 
was elevated to the presidency of the 
Sun Life. Two other outstanding speak- 
ers have been secured for the afternoon 
of Oct. 10. 

Dr. F. L. Bird, director of municipal 
research for Dun & Bradstreet, New 
York City, will speak on “Municipal 
Bonds.” Prior to joining the Dun & 
Bradstreet organization Dr. Bird was on 
the staff of Columbia University in New 
York City, being professor of municipal 
administration. 

The third speaker for the afternoon 
will be Dr. H. W. Cook, vice-president 
and medical director Northwestern Na- 
tional Life, Minneapolis. He will dis- 
cuss “Underwriting Trends.” 

The speakers on Oct. 11 will include 
Albert W. Sherrer, vice-president Lord 
& Thomas Company, on “Advertising 
for Life Insurance Companies,” and E. 
E. Cammack, vice-president and actuary 
Aetna Life, on “Life Insurance, a Co- 
operative Enterprise.” 

On the morning of the opening day of 
the main body there will be the address 
of Francis V. Keesling, vice-president 
and general counsel West Coast Life, 
San Francisco, who is president of the 
convention, and also the annual report 
of the manager and general counsel, Col. 
C. B. Robbins. 








some states has not been working as 
rapidly as it has with respect to the 
farmers. If companies can get rid of 
some of their unsatisfactory loans and 
convert them into these bonds, they 
count it an advantage by and large even 
if they have to give up some of their 
desirable loans. 

Company executives dealing with the 
farm question find that conditions have 
improved to a certain extent in some 
sections due to higher prices for agri- 
cultural products. In others, farmers 
are greatly depressed largely due to 
drought conditions. Where drought has 
been excessive the farmer’s income nat- 
urally is cut down still further and it 
will crimp him still more to meet his 
debts. For instance in Georgia the 
farm situation has greatly improved be- 
cause the crops have been satisfactory, 
especially cotton. On the other hand, 

(CONTINUED ON PAGE 13) 
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Few Fraternals Expected to 
Go en American 314 Soon 


DEPENDS ON INVESTMENTS 





Recommendation of Actuary Little at 
N. F. C. Convention Causes 
Closer Study of Problem 





How many fraternal societies now on 
a 4 percent reserve basis will change 
over to a 3% percent basis on new busi- 
ness, as recommended by Actuary J. E. 
Little of the Maccabees at the recent 
National Fraternal Congress convention, 
will depend a good deal on the state of 
the investment market in the next few 
months, it would appear from the trend 
of discussion among fraternal society ac- 
tuaries at the convention. 

While about one-third of the societies 
are already on a 3% percent basis, 
American Experience, having changed 
over during the last 15 years, there 
seems little likelihood that many will 
make the change, as regards existing in- 
surance, in the near future. However, 
if there continues to be no better out- 
look for interest rates than at present, 
it is probable that there will be a number 
which will put their new business on a 
3% percent basis. 


Some on American 4 Basis 


Besides the societies which have 
adopted the American Experience 3% 
percent basis, there are many societies 
which have gone over to the American 
4 percent table. Many of the smaller 
societies are on the N. F. C. 4 percent 
table. 

There is not a great deal of difference 
between the C. 4 percent table 
and the American Experience 3% per- 
cent, the difference averaging around 5 
percent. The N. F. C. table has higher 
reserves than the American Experience 
3% percent on endowments and en- 
dowment type contracts, while the Amer- 
ican Experience has relatively higher 
reserves on the ordinary life type of 
policy. 

The premium, however, is lower on 
the N. F. C. table because its mortality 

(CONTINUED ON PAGE 13) 








Order Card Is Not for 


Renewal Subscriptions 





If you are not now a subscriber 
to The National Underwriter, sign 
and mail the enclosed subscription 
card. If you are a subscriber do 
not mail the card but please hand 
it to some agent in your office who 
needs the help and stimulation of 
The National Underwriter. 

During the week of Sept. 24-28 
The National Underwriter will is- 
sue three special dailies giving full 
details regarding the annual meet- 
ing of the National Association of 
Life Underwriters in Milwaukee. 
All regular subscribers will get 
copies of the dailies free. By mail- 
ing the enclosed subscription card 
right away, new subscribers can 
get free copies of the dailies. See 
the advertisement on Pave 16 for 
details. 














$3.00 Per Year, 15 Cents a Copy 





Excellent List of 
Speakers Chosen 


Annual Meeting of Life Office 
Management Association at 
Hartford 


LOCAL COMPANIES HOSTS 


Number of Reports and Addresses Are 
Being Scheduled for 
the Event 


The Life Office Management Associa- 
tion will hold its annual meeting at the 
Bond hotel in Hartford, Oct. 1-3. The 
Aetna Life, Connecticut General, Con- 
necticut Mutual and Phoenix Mutual 
will be the resident hosts. The sessions 
will be held at the home offices of three 
of the companies. On the first day, the 
meeting will be in the Aetna Life build- 
ing, the second day in the Connecticut 
Mutual building, and the third day in 
the Connecticut General. Group lunch- 
eons will be served in the companies’ 
dining rooms. 

The organization will establish its ex- 
ecutive headquarters in the Bowery 
Savings Bank building in New York 
City in charge of F. L. Rowland as 
executive secretary, who has resigned 
as secretary of the Lincoln National 
Life to take his new position. 

Governor Cross to Give Welcome 


Governor W. L. Cross is scheduled to 
make the address of welcome. G. W. 
Skilton, controller of the Connecticut 
General Life, who is president of the 
organization, will act as chairman for 
the first session and will give his presi- 
dential address. R. R. Coombs, assist- 
ant secretary Massachusetts Mutual, 
who is chairman of the committee on 
“Home Office Expenses,” will report at 
this session, 

In the afternoon session, J. B. Slim- 
mon, secretary of the Aetna Life, will 
preside. Dr. E. Van Norman Emery, 
medical director of the Connecticut So- 
ciety for Mental Hygiene, will give an 
address on “Mental Hygiene in Indus- 
try.” 

For a number of months a joint com- 
mittee of the organization and the Life 
Insurance Sales Research Bureau, un- 
der the direction of D. G. Mix, assist- 
ant superintendent of the State Mutual 
Life, has been making an intensive 
study of conservation activities. The 
results will be presented by Mr. Mix. 

S. Rust, secretary Union Central 
Life, chairman of the committee on 
“Home Office Methods of Handling An- 
nuities and Supplementary Contracts,” 
will report. R. R. Coombs will lead the 
discussion on “Home Office Expenses.” 

The annual banquet will be held at 
the Wampanoag Country Club of West 
Hartford the first evening. 

On the morning of the second day, H. 
F. Larkin, vice-president of the Connec- 
ticut Mutual Life, will preside. There 

(CONTINUED ON PAGE 12) 




























































2 


THE NATIONAL UNDERWRITER 


September 7, 193; 





=— 





Expect Changes Soon in Settlement Options, 
Surrender Values, Annuities 


Actuarial opin- | that the beneficiary under existing ij 


NEW YORK, Sept. 6.—Important 
changes in annuity rates, surrender val- 
ues, and life income settlement option 
rates may bé expected from a number 
of leading life companies toward the 
close of this year, to judge from prog- 
ress reports emanating from informal 
inter-company actuarial conferences. 
There are also persistent reports that 
some of the important companies oper- 
ating on a 3% percent reserve basis 
will announce the adoption of a 3 percent 
basis for new business about the same 
time. 

The annuity rates adopted by a num- 
ber of companies about a year ago were 
a very important step in the direction 
of inter-company harmony on rates and 
the announcements looked for late this 
year will presumably be a further move 
in the direction of uniformity. 


Lower Investment Yield for 
Some Time Is Prospect 


The reason why such changes need 
even be considered is of‘ course the un- 
changed prospect of abnormally low 
interest returns, the same factor which 
threatens further dividend cuts and re- 
duced interest rates on proceeds left at 
interest and on dividend accumulations. 

While anyone will admit that there 
may be a sudden turn for the better in 
the financial world, with a brisk demand 
for sound financing at a fair interest 
return, it is generally felt that improve- 
ment will continue to be gradual, with 
conditions pretty much as they are for 
as far as anyone is willing to predict. 

By delaying possible decisions on rates 
and provisions until later in the year, 
the companies will be in a position to 
adjust their actions in the light of any 
fall upturn. But with the unemployment 
problem far from solved, the threat of 
heavier taxes for relief, and the absence 
of any change in the economic picture 
which would attract a shrewd business 
man into a program of expansion, it is 
conceded that there will be little better- 
ing of the demand for funds of the type 
on which life companies are accustomed 
to earning the bulk of their interest re- 
turns. 


Two Unattractive Extremes 
Found in Investments 


With few exceptions, borrowers are 
either so overwhelmingly safe that they 
can borrow money at practically no in- 
terest at all, or so fantastically specula- 
tive that no life company could legally 
lend to them even if it should want to. 

Of the expected changes, the annuity 
rates have had considerable attention, 
by reason of the public’s sudden turning 
to annuities when the interest rates on 
safe investments began to approach 
zero. A number of companies have felt 
it wise to limit the amount they would 
take in annuity premiums, and probably 
others would have, too, except that their 
“jumbo” annuity contracts were rare 
enough to remain a minor factor. 


Gain from Interest Is 
Normal Offset to Mortality 


Annuities are non-participating, and 
companies customarily lose on them on 
the mortality side. Under normal in- 
vestment conditions the gain from in- 
terest suffices to offset the loss from 
mortality. However, with interest rates 
at their current low levels, a life com- 
paay investing new annuity premiums 
has a good chance of having to pay a 
greater interest return to the annuitant 
than it receives in interest, and sustain- 
ing the usual mortality loss besides. 

The situation is more troublesome with 
annuities than with life insurance, as the 
life premium is usually spread over the 
future, when interest rates may increase, 
but an immediate annuity premium must 





be invested immediately in one way or 
another. 

Surrender values have long been a 
subject of discussion, some feeling that 
surrender charges should be as low, and 
discontinued as early in the policy’s dur- 
ation, as possible, even though such pro- 
cedure adds to the net cost for all policy- 
holders by reason of the lowered average 
interest caused by keeping assets suf- 
ficiently liquid to meet a large potential 
volume of surrenders. 

Others believe that surrender charges 
should be high enough so that, in so far 
as is possible, the lapsing or surrender- 
ing policyholder pays his own freight 
and causes no additional expense to the 





faithful who carry on. 
ion and action has been in the direction 
of the latter school of thought in recent 
years. A number of companies have 
changed their surrender provisions and 
they have virtually all been toward 
higher and longer-continued surrender 
charges. 


Policy Forms Not Changed 
When Rates Were Advanced 


When annuity rate increases were gen- 
erally announced a year ago it was felt 
that the volume of business with life 
income settlement options would not be 
enough to justify the expense of making 
up new policy forms, despite the fact 





Brigham Analyzes Assets 


Effect of Economic and Political Developments on Value of 
Insurance Investments Is Viewed by National Life Official 





The remarkable record of life insur- 
ance during the deflation in property 
and security values when the few failed 
companies involved only 1.8 percent of 
life insurance assets and a 2.2 percent 
of the total insurance in force, was 
pointed out by Elbert S. Brigham, vice- 
president National Life of Vermont, at 
the company’s agents convention at 
Montpelier. 

In contrasting the experience of life 
insurance to the banking system in the 
United States, Mr. Brigham said that 
in 1921 to 1933 approximately 50 per- 
cent of the nation’s banks closed their 
doors although only 12 percent of the 
total deposit liabilities of the banks were 
involved in the failures. Since the Re- 
construction Finance Corporation was 
created, the loans to banks have totaled 
$1,806,000,000, while life insurance com- 
panies borrowed only $53,000,000. In 
addition to this the RFC subscribed 
some $640,000,000 in preferred stock and 
debentures of banks. “This contrast 
shows that the institution of life insur- 
ance has met the severe test, not only 
with a minimum of loss to policyholders, 
but without much reliance upon the 
financial support of the government,” 
said Mr. Brigham. 

Small Loss in Refinancing 


Mr. Brigham analyzed the National 
Life’s assets in comparison with other 
large companies and in the light of gen- 
eral economic and political developments. 
Through the federal government agen- 
cies the National Life has refinanced 669 





Arrangements Made 
to Move to Chicago 





While no official announcement 
has been made, it is generally 
known among the members of the 
American Life Convention that 
the vote to move the head office 
from St. Louis to Chicago was 
very favorable and hence action 
toward that end will be taken in 
the near future. It is likely that 
plans will be perfected at the an- 
nual meeting in Chicago at the 
Edgewater Beach hotel next 
month. Officials have been inspect- 
ing some of the office buildings in 
Chicago to get suitable quarters. 
Along with the American Life 
Convention itself will be located 
the American Service: Bureau un- 
der the management of Lee N. 
Parker. 














farm loans with a principal loss of only 
.9 percent and $534,293 in city loans at 
a principal loss of .2 per cent. 

The effect of the Frazier-Lemke fed- 
eral bankruptcy act on farm mortgages 
was reviewed by Mr. Brigham. Under 
this act the property will have to be ap- 
praised by an appraiser appointed by the 
federal court, he said. “Our claim rep- 
resented by first mortgage cannot be re- 
duced below the appraised vaiue of the 
property securing it. The farm mort- 
gages we have refinanced through the 
Federal Farm Credit Administration 
have been paid off under the govern- 
ment’s policy of loaning not to exceed 
75 percent of a fair normal value of the 
property. We have lost $26,881 in re- 
financing $2,903,329 of our farm mort- 
gages on this basis, or .9 percent. The 
25 percent additional leeway under the 
Frazier-Lemke appraisals ought to pro- 
tect us against any material loss.” 

If the National’s farm mortgage in- 
vestment of $21,858,908 were all re- 
financed, with the principal loss experi- 
enced so far, it would not take more 
than 10 percent of the company’s con- 
tingency reserve. 

In discussing the National Life’s real 
estate holdings which amount to 10 per- 
cent of its assets, he said the properties 
are all kept in good repair and so man- 
aged as to bring in the maximum rental 
income which nets over 1 percent, super- 
vision cost and heavy repair expenses 
on newly acquired property being de- 
ducted. In the management of farm 
properties the National Life has coop- 
erated with the agricultural adjustment 
administration. Although the drought 
will curtail present income, with the 
farm syrpluses removed from the mar- 
ket, Mr. Brigham looks forward to 
higher farm prices in the future. 

While the National Life’s real estate 
holdings are twice the average, Mr. 
Brigham said it is justified as a hedge 
against inflation. Unless the govern- 
ment can curtail its relief expenditure 
and balance its budget, it will ultimately 
be forced to start the printing presses, 
he said. Under these circumstances real 
estate is one of the best assets. The 
National Life’s cash and United States 
government bonds amounts to $9,500,000 
and an additional $1,000,000 in short 
term paper due before the close of the 
year, which places the company in a 
strong financial position. State, county 
and municipal bonds have recently 
shown great appreciation in market 
value, the National’s holdings having in- 
creased $1,786,000 in value since Jan. 1. 
Mr. Brigham outlined the method of 
protecting policyholders by creation of 
a contingency reserve through the cur- 
tailment of dividends. If the price level 








income options can get a much better re. 
turn than is possible under a straight 
annuity contract, even allowing for the 
fact that there is no agent’s commission 
to pay on the settlement option life jp. 
come. In fact, a beneficiary under this 
provision can get a better return with 
life income and 20 years certain than 
the buyer of a straight annuity can get 
with no “certain” period at all. 
Despite the discrepancy involved, it 
was believed to be not worth while to 
make up new forms for this change 
alone, and that the rates could remain as 
they were until there were other reason; 
as well for changing the policies. The 
lessened chance of adverse selection 
among those receiving life incomes un. 
der this provision was an additional req. 
son for not being overly concerned 
about an immediate change. 
Whatever new basis is adopted for 
life income under settlement options, it 
will be in harmony with regular annuity 
rates, although the beneficiary will stil 
have the advantage resulting from ab. 
sence of an agent’s commission. 








rises and the earnings of farmers and 
other people come back to the pre-war 
level, these funds will not be needed to 
make up losses and can be given back 
to the policyholders in special dividends. 





Report on Indianapolis Sales 


INDIANAPOLIS, Sept. 6.—Twenty- 
eight of the old-line life companies rep- 
resented in Indianapolis wrote 852 ap- 
plications in July for $2,781,997, accord- 
ing to figures gathered by the General 
Agents’ Association of Indianapolis, 





Franklin Life Chief 
Honored by Agents 











MERRIAM 


HENRY M. 


In honor of the birthday anniversaty 
of H. M. Merriam of the Franklin Lit 
at Springfield, Ill., its agents dedicated 
Aug. 30 to a special “written business 
effort which brought gratifying results 
The home office agency broke its all 
time record of March 8 last, for one 4a) 
of business in the home city and set 1? 
a record of $130,180, bringing in 58 4? 
plications. Kenneth Hoskins of Lufkin, 
Tex., was the largest individual pre 
ducer, reporting $61,000. The total bust 
ness is upwards of $900,000. The efforts 
were concentrated on family protectio? 
with the family income policy as the 
basic contract. 
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Test Cases May 
Affect Failures 


Attempt to Employ Reorganiza- 
tion Plan in New Federal 
Law Is Watched 


DIFFERENT PROCEDURE 


Peoria Life, National Surety, National 
Life U. S. A. Suits—Liquidation 
Bureaus Challenged. 


An entirely different procedure in 
handling insolvent insurance companies 
and those in financial difficulties; taking 
entire control from insurance depart- 
ments, receivers and ancillary receivers, 
doing away with receiverships and sub- 
stituting reorganization, may _ result 
from three petitions recently filed under 
the new section 77-B of the federal 


bankruptcy act. 

So important is the principle involved, 
and so far-reaching, both in effect upon 
future company failures and upon those 
of the past, that company officials, in- 
surance commissioners and others are 
awaiting the outcome of the suits with 
keen interest. 

May Affect “Closed” Cases 


One of the actions involves the old 
National Surety of New York, another 
the Peoria Life of Peoria, Ill., and an- 
other the National Life, U. S. A. If 
the petitioners are successful, it is be- 
lieved by some interested persons, an en- 
tirely new method of handling companies 
in difficulties, conserving their assets and 
continuing them on a sound basis, will 
have been established. If this should 
occur, it is possible that a number of 
recent reinsurances of companies might 
be invalidated and the new procedure 
substituted. is 

The National Surety case was heard 
in federal court at Malone, N. Y., about 
the middle of July. Decision has not 
been rendered. 

Petition Is First Denied 


The Peoria Life case, filed in federal 
court for the southern district of Illinois 
by creditors of the company and heard 
by Federal Judge C. G. Briggle of 
Springfield, is known as Case 7915. 
Judge Briggle decided against the pe- 
titioners, who sought to have the Peoria 
Life declared a debtor corporation un- 
der section 77-B. The National Life 
case was also filed in Judge Briggle’s 
court. The judge ruled that section 4 
of the old law excluded insurance com- 
panies. 

Petitioners appealed in the Peoria 
Life case, Aug. 17, to the United States 
circuit court of appeals on the ground 
that their petition did not conflict with 
section 4. The theory is as follows: 
Section 77 (the railroad reorganization 
act) was signed by former President 
Hoover, March 3, 1933, the day before 
President Roosevelt was inaugurated, 
the purpose being to bring railroads 
under operation of the act, prescribing 
reorganization and prohibiting ordinary 
bankruptcy proceedings, 


Is New Roosevelt Law 


_ President Roosevelt on June 7, 1934, 
Signed section 77-B, which took in “all 
other corporations.” The old provision 
excluding railroads and insurance com- 
ga remained in the original part of 
bi law. The intent, it is argued, as re- 
meee insurance companies is to deny 
: Ourse to reorganization to a goine 

oncern, but to apply the law to insur- 
(CONTINUED ON PAGE 11) 





Guaranty Life Awarded 
Register Life Business 





WILL AMEND ITS FIRST BIDS 





Both Companies Have Their Head 
Offices in Davenport So There 
Will Be Economy 


DES MOINES, Sept. 6—The Guar- 
anty Life of Davenport presided over 
by the well known Lee J. Dougherty has 
been selected by Judge Maines of the 
Scott county district court of Davenport 
to manage the business of the Register 
Life of that city “for the benefit of the 
policyholders.” The court has ordered 
officials of the Guaranty Life to meet 
with the receivers, Insurance Commis- 
sioner Clark and J. J. Shambaugh and 
prepare a new contract with modifica- 
tions from the original bid. 

The original bid of Guaranty Life 
carried a proposal for a 50 percent lien 
on the assets for a period of 15 years, 
but with an option to waive for 10 
years. It agreed to pay all death claims 
in full, and 4 percent interest on those 
having already accrued. This last 
agreement was to be effective until 1944. 

Proposed modifications were not made 
public, but from the decision it is be- 
lieved that, in effect, they amount to a 
trust of the Register Life assets, the 
business to be carried on for the bene- 
fit of its policyholders. 


Six Companies Submitted Bids 


The Register Life went into volun- 
tary receivership early in the year. Six 
companies submitted bids to take over 
the company, some of them in the na- 
ture of a management contract. The 
bidders were the National Life of Des 
Moines, Central Life of Des Moines, 
Guaranty Life, Life & Casualty of Chi- 

(CONTINUED ON PAGE 12) 











RECORDS 


Jefferson Standard Life—A new 
monthly record was established in the 
27th anniversary loyalty campaign in 
August when 3,938 applications were 
written, 400 more than in November, 
1933, the best previous month in the 
company’s history. Approximately $8,- 
000,000 of business was written, eastern 
North Carolina accounting for over a 
$1,000,000. 





* * * 
Columbian National Life—New paid 


business in August greatest in two 
years with 30 percent gain. Issued 
business increased 34 percent. All sec- 


tions shared gains. 
*x* * * 


Illinois Bankers Life—New paid-for 
business first six months of 1934, $3,- 
569,889, against $2,208,728 in 1933; in- 
crease insurance in force first six months 
1934, $880,506, against decrease of $4,- 
734,108 in 1933. 

$e * 


Kansas City Life—The one-day “Dawn 
to Dusk” drive in honor of President J. 
B. Reynolds’ 30th anniversary as head 
of the company, resulted in 1,646 appli- 
cations from 901 agents for a total pro- 
duction of $3,155,450. 

*x* * * 

San Antonio, Tex., agency, Amicable 
Life, showed 40 percent increase in pro- 
duction for the first eight months. 

*x* * x* 

R. L. Hoghe, Los Angeles, Equitable 
Life of Iowa—Hight-month new paid 
business total gained 25 percent. Agency 
force increased 50 percent. 

* * * 

H. L. Sehindler, general agent Old 
Line Life of Milwaukee, has won the 
trophy this year in the App-a-Week 
Club. He has 107 consecutive weeks to 
his credit. His territory is principally 
rural. He resides in a town with 4,788 
inhabitants. 








been a savior. 


of life. 


conscience. 


Independence Square 








EFFICIENT INCOME-PLANNING 


For the most effective writing of income insurance, 
knowledge of life situations cannot be too broad. 
Well, therefore, to keep both ears open when a domes- 
tic or any other situation is discussed, in which life 
insurance either had been employed, or would have 
Accumulated knowledge of life situa- 
tions enables the underwriter to expand the picture 
which his prospect draws of domestic circumstances 
and of his protection problems. “That’s true—I never 
thought of that!” his prospect will say, and his respect 
for his interviewer goes up. Then, from this store- 
house, a strong motivating story in many cases will 
quickly bring the name to the sacred line. 
still better, such an underwriter is able to devise an 
income plan that with certainty will carry out the 
prospect’s purpose, and will shut the door against the 
emergency unforseeable to the Agent who knows little 


An unstudied, makeshift, hand-me-out income plan 
may have as little value as a small, insufficient single- 
sum settlement. Income-planning requires knowledge 
of life, and of product, and the use of an underwriting 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 
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New Speakers for 
Milwaukee Meet 


Gray and Coffin Scheduled to 
Summarize Sessions of Na- 
tional Association 


MANAGERS’ CARD LISTED 


Four Topics to Be Discussed in Group 
Conferences, With Separate Sessions 
for City and Rural Agents. 


Announcement is made of five more 
well-known speakers who will address 
the convention of the National Associa- 
tion of Life Underwriters in Milwaukee. 
The new speakers are Walter Kohler, 
ex-governor of Wisconsin; A. E. N. Gray, 
assistant secretary Prudential; Vincent 
Coffin, superintendent of agencies, Con- 
necticut Mutual Life; J. M. Hamill, 
leading producer of the Equitable Life 
of New York in San Francisco, and 
vice-president of the San Francisco As- 
sociation, and W. A. Stark, vice-presi- 
dent and trust officer of Fifth-third 
Union Trust Company, Cincinnati. 

Noted Speakers Close 


Mr. Gray, who in the past few years 
has addressed life insurance audiences 
from coast to coast, will close the con- 
vention. Mr. Coffin will sum up the 
sessions and will precede Mr. Gray at 
the last session. ; 

If advance registrations are any in- 
dication there will be a record attend- 
ance at the meeting of general agents 
and managers, Sept. 24-25. 

J. S. Drewry, Ohio state agent of 
the Mutual Benefit of Cincinnati is pro- 
gram chairman for this session. The 
session will convene on Monday eve- 
ning. J. S. Myrick of New York, chair- 
man of the general agents’ and man- 
agers’ committee of the National asso- 
ciation, will introduce Dr. S. N. Stev- 
ens, associate professor of industrial 
psychology at Northwestern Univer- 
sity. who will speak on “The Success- 
ful General Agent,” and J. M. Holcombe, 
manager Life Insurance Sales Research 
Bureau, who will talk on “Making a 
Living in Life Insurance.” 


Hold Group Conferences 


The morning and afternoon sessions 
Tuesday will take the form of group 
conferences. The two subjects which 
will be discussed in the morning are 
“Recruiting of Agents-Sources, Meth- 
ods and Selection,” and “Training and 
Supervision of Agents,” with two sepa- 
rate groups covering urban and rural 
points of view. The conferences will 
be arranged in order that the managers 
may have an opportunity to follow both 
discussions during the morning. 

T. G. Murrell, Connecticut General, 
New York City, will lead the discussion 
on recruiting in urban districts, and Vic- 
tor E. Beamer, manager Equitable Life, 
Jacksonville, Fla., will lead a similar 
group comprised of rural managers. ; 
A. Hedges, general agent Equitable Life 
of Iowa, Kansas City, will head the dis- 
cussion on training and supervision in 
rural districts, and W. V. Woody, 
Equitable Life of New York, Chicago, 
is leader of that discussion from the 
viewpoint of the urban manager. 

The afternoon session will be ar- 
ranged similarly and will be given over 
to the discussion of “Agency Finances 
and Budgeting’ and “Stimulating 
Agents.” C. B. Stumes, Penn Mutual 
Life, Chicago, will lead the discussion 
On agency financing in urban territory 
and R. R. Stotz, Mutual Benefit Life, 
(CONTINUED ON PAGE 12) 
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Ohio National Men Rally at 





Novel Features 
in New Building 
Architectural Treatment Blending 


Frame of Old Plant Into 
Structure, Interesting 





LAYOUT WELL DESIGNED 


Objective of Management Was to Pro- 
vide Natural Flow of Work, 
Disregarding Precedent 





The new home building of the Ohio 
National Life presents many unusual 
and interesting features, architecturally 
and as to functional layout. Perhaps the 
most unusual feature is that the building 
was created at all at this time. During 
the depression period there have been 
only a handful of new home office build- 
constructed and the number of 


ings 

such buildings conceived and constructed 
during the depression has been even 
fewer. 


The project was decided upon last 
year. The volume of business handled 
had increased so sharply that additional 
space was needed. Faced with a de- 
cision of renting more space or creating 
it, the management of the Ohio National 
Life took advantage of the times and 
launched the project at rock bottom fig- 
ures. Theretofore the company had al- 
ways been reluctant to make such an 
investment. An interesting fact is that 
the rental formerly paid and the carry- 
ing charges on the new building are 
practically the same, yet the company 
now has twice the space it formerly oc- 
cupied. 

Took Over Old Building 


Instead of starting from the ground 
up, the Ohio National took over the four 
story building, previously occupied by 
the Globe Revister Company, which was 
intended for heavy duty work in con- 
nection with manufacturing. 

This structure was completely recon 
ditioned and a_ graceful tower, only 


slightly taller than the remainder of the 
building, was erected, to contain the 


=—=. 


ew Home 











Distinctive New Home Office 
































Company’s New Investments 
This Year Are Substantial 


An indication of the most comfortable 
financial situation of the Ohio National 
Life is the fact that this year the com- 
pany has purchased $1,800,000 of new 
bonds and $495,000 of new mortgages, in 
addition to building the new home office. 
As of Dec. 31, 1933, the company re- 
ported total assets of $38,020,780. Of 
this amount $13,272,312 was in bonds or 
34.91 percent of the total. The bonds 
were divided, government, state and mu- 
nicipal, $11,414,364; federal land bank, 
$1,132,144; railroad, $80,286, and first 
mortgage and miscellaneous, $645,516. 
Cash of $782,619 renresented 2.06 per- 
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T. W. APPLEBY 
President 
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Ss. J. BLASHILL 
Secretary. 





Eight Months’ Production 
Ahead of Entire Year 1933 


Production records of the Ohio Na- 
tional Life this year are most gratifying. 
The company’s sales procedure is being 
accepted enthusiastically in the field and 
the agency force is hitting on all cylin- 
ders. 

During the first eight months of this 
year production amounted to $20,859,527, 
compared with $9,442,000 the first eight 
months of last year. As a matter of fact, 
the production for the first eight months 
of this year exceeds the production for 
the entire year of 1933 when it was $18,- 
607,754. Insurance in force now amounts 
to about $183,000,000. 





G. A. DIETERLE 
Treasurer 


Large Turnout for 
Dedication Rites 
Impressive Program Monday |; 


Main Event of Busy Week 
in Cincinnati 


MERLE THORPE TO TALK 


More than 150 Field Men to Participate 
in Ceremonies Surrounding Dedi- 
cation of Home Office 





The Ohio National Life and more thay 
150 of its representatives in the field, 
many accompanied by members of their 
families, are taking over the city of Cin. 
cinnati next week. This is almost lit 
erally true, because, upon arrival in the 
city for the ceremonies dedicating the 
handsome and distinctive new home oi- 
fice building of the Ohio National at 
2400 Reading Road, the visitors will find 
all taxicabs bearing the company’s in- 
signia. 

Furthermore, the dedication luncheon 
Monday will be an important civic event. 
At that time an address will be delivered 
by Merle Thorpe, editor of “Nation's 
Business,’ whose observations are al 
ways significant. President T. W. Ap- 
pleby will preside at the luncheon and 
will introduce Mavor Russell Wilson oi 
Cincinnati, a man of sparkling wit, who 
is sure to delight the assembly. Mr. 
Wilson will give the welcoming address 
and then will introduce Mr. Thorpe. 

Plaque to Be Presented 


Following the address by Mr. Thorpe, 
Mr. Appleby will call on O. C. Norton, 
general agent at Toledo, who is pres 
dent of the Builders Club of the Ohio 
National Life. He will present a plaque 
on behalf of that club and this will later 
be installed in the second floor lobby 
of the new home office. Then there will 
be a speech of acceptance by President 
Appleby. 

The program, at this point, calls for 
the presentation of a 20 year service pin 
to Mr. Appleby by Vice-President 





(CONTINUED ON PAGE 6) 





J. H. EVANS 
Vice-President 
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Chiefs Insurance Minded 


Management of Ohio National Is Preoccupied With the 
Minutiae of the Business and Keeps Away from Side Issues 





cules 

In arriving at an estimate of the char- 
acter and stability of a life insurance 
company, a variety of processes may be 
employed. Figures alone don’t tell the 
story. The public and even many agents, 
in inquiring about a company, will re- 
mark, “Yes, but is it a good company?” 
after the figures have been given to 
them. Of course, the figures can’t be ig- 
nored, but all things being equal, there 
is probably no more commendation of 
a company that can be given, in a gen- 
eral way, than to say it is an insurance- 
minded organization. 

That can be said without qualification, 
about the Ohio National Life. Real in- 
surance men have not been responsible 
for life insurance troubles. The weak- 
nesses that have developed here and 
there in the last few years have not been 
brought about because of the decisions 
of agency-minded, actuarially-minded, in- 
surance men—in other words, men who 
are intensely interested and preoccupied 
with the minutiae of the business. The 
trouble has come from operators. indif- 
ferent to the day-to-day, hum-drum, 
laborious work of running a life insur- 
ance company—men of a purely mercen- 
ary disposition, out to scalp the last 
penny or actually to plunder. To such 
operators, the legitimate, proper compen- 
sation is small change. 

In Blue Ribbon Class 


Therefore, to say that an insurance 
company is insurance-minded, all things 
being equal—and they are equal so far 
as the Ohio National Life is concerned 
—is to put a company in the blue ribbon 
class. That the Ohio National is insur- 
ance-minded is obvious to any one who 
has the privilege of knowing any of its 
officers. They are life insurance men, 
first, last and always. They are not 
scheming, but performing day after day 
the commonplace tasks and tackling the 
every day insurance problems. By way 
of evidence that strictly insurance men 
are stewards of the company is the fact 
that the aggregate life insurance experi- 
ence of the officers of the Ohio National 
is more than 150 years. 

Another evidence—four members of 
the staff are members of the American 
Institute of Actuaries and three of them 
are also members of the Actuarial So- 
ciety of America. President T. W. Ap- 
pleby is a member of the American In- 
stitute, while John H. Evans, W. 
Harrison and W. R. Dodson are mém- 
bers of both actuarial organizations. 


Ohio National and Appleby 


The story of the Ohio National really 
corresponds with the period of Mr. Ap- 
pleby’s association with it. Although 
the company was launched in 1909, its 
early years were not impressive. In 1914, 
Mr. Appleby, who had been connected 
with the Federal Life of Chicago, ac- 
cepted appointment with the Ohio Na- 
tional as actlary and agency manager. 
At that time the company had only 
about $3,800,000 ordinary insurance in 
force and only about five representatives 
in the field. With Mr. Appleby’s asso- 
Cation with the company began the 
Period of orderly progress, the company 
gradually emerging as an outstanding 
institution, gaining reputation as a per- 
manent organization of real dimensions. 

In 1922 the election of Mr. Apvleby as 
President took place and he has steered 
@ most successful course during pros- 
perity and depression. Mr. Appleby was 
born at Morrisville, Mo., in 1874 and 
Gaimted at the age of 23 from the 

Orrisville college. He took a post 
Staduate course at the University of 
a After a short experience as a 
busi er, he started in the life insurance 
n sinéss with the Central Life of Illi- 
ols, then located at Ottawa, in 1905. 
*\ year later he was elected secretary and 





actuary of that company. In 1910 he 
joined the Federal Life of Chicago, re- 
maining there until he made his connec- 
tion with the Ohio National Life. 

The Ohio National Life is far from 
being a one man institution. Mr. Ap- 
pleby is reinforced with a battery of 
first class executives, and farther down 
the line is a reserve of younger men, 
who are assuming responsibilities and 
giving promise of providing continuity 
of real insurance management. 

Blashill Long in Service 


With the exception of Mr. Appleby, 
S. J. Blashill is the oldest Ohio National 
Life officer in years of service with the 
company. 
Canada, in 1895. He graduated from the 
University of Michigan in 1919 and after 
serving in the war, joined the Ohio Na- 
tional Life in 1919 as assistant actuary. 
A year later he was made assistant sec- 
retary as well as assistant actuary and 
since 1922 he has had the senior appoint- 
ment of secretary. 

Mr. Blashill is familiar with every de- 
tail of the company’s operation and 
keeps in close touch with all activities 
from the boiler room to the attic. 


Career of John H. Evans 


John H. Evans is another right hand 
man to «resident Appleby. He was 
born in Concordia, Kan., ip 1896. His 
early schooling was in Des Moines. Af- 
ter service in the war, he became at- 
tached to the actuarial department of the 
Equitable Life of Iowa, serving two 
years. He found this branch of the busi- 
ness to ‘his liking and enrolled in the 
school of actuarial science at the Uni- 
versity of Michigan. Upon his gradua- 
tion in 1922, he joined the Ohio National 
Life. Two years later he was appointed 
actuary and since June of last year he 
has had the title of vice-president. Mr. 
Evans is now performing general execu- 
tive duties and has been weaned pretty 
largely from the purely actuarial end of 
the business. He gives much attention 








Organization of Builders 
Club in 1915 Is Recalled 


The Builders Club of the Ohio Na- 
tional Life, which is composed of the 
aristocracy among the producers, was 
organized at a meet- 
ing of a few leading 
agents of the com- 
pany in Columbus, 
O., in 1915. That 
meeting was called to 
devise a plan to give 
due recognition to 
those who accom- 
plished results and 
the title “Builders 
Club” was the appro- 
priate name selected. 
The company feels 
that the name was 
particularly appropri- 
ate, since the life in- 
surance agent is a builder of an estate 
for his clients, of character for himself, 
of the company and of the future for 
himself and his family. 

Qualification for membership was 
based on production of new business and 
officers, it was decided, should elect 
themselves by leadership in production. 
The first president to serve on the pro- 
duction basis was George F. Friel of 
Ashland, Ky., who presided at the Cedar 
Point, O., meeting in 1916. In 1919 the 
method of choosing officers was changed. 
In that year and since then they have 
been chosen by election of the members. 

O. C. Norton, general agent at Toledo, 
was elected president in 1931 and has 
served since that time. 








0. C. NORTON 


He was born in Brussels, |. 








| Agency Director 








E. E. KIRKPATRICK 








Wins Trap Shooting Game 
With Ohio National Gun 


One of the most prdminent members 
of the Ohio National field force is Guy 
Chiesman, general agent at Spokane. 
Aside from being an outstanding agency 
operator, he is one of the top notch 
amateur trap shooters of the country. 
Last week he participated in the grand 
American trap shooting tournament at 
Vandalia, O. The gun which he uses 
was one that was presented to him by 
the Ohio National Life, in recognition 
of his production record some years ago. 











to agency affairs and has a strong hold 
on the field. 

George A. Dieterle, the treasurer, is 
a graduate of the University of Pennsyl- 
vania and has been active in the alumni 
affairs of that association, having served 
as president of the University of Penn- 
sylvania Alumni Association. He has 
also served as president of the Phi Delta 
Theta Alumni Association. In 1907-08 he 
was treasurer of the Federal Products 
Company and in 1929 joined the Ohio 
National as treasurer. He was elected a 
director of the company in 1931. He is 
most active in civic affajrs in Cincinnati, 
being identified with a number of or- 
ganizations there. 


Agency Superintendent 


E. E. Kirkpatrick is the agency super- 
intendent of the Ohio National. He is a 
close student of the business and be- 
cause of a friendly, approachable man- 
ner, coupled with persuasiveness, he is 
regarded affectionately by the agency 
force. 

At the age of 16, Mr. Kirkpatrick be- 
came assistant post master at Westport, 
Ind. For the next five years he attended 
school part time and clerked part time. 
At the age of 21 he started teaching in a 
one room rural school, later becoming 
principal. 

In 1904 he obtained his first insurance 
experience on a part time basis. In 1911 
he joined the Union Central Life and en- 
gaged in editorial and sales promotional 
work. In 1924 he becarne connected with 
the Ohio National as supervisor of the 
home office general agency, and two 
years later was elected superintendent 
of agencies of the company. 


Grant Westgate, Traveler 


Dr. H. H. Shook is medical director. A 
native of Indiana, he was educated at 
Wittenberg College at Springfield, O. In 
1917-1921 he was q student at the Col- 
lege of Medicine of the University of 
Cincinnati and served his interneship at 
the Cincinnati General Hospital. He be- 
came assistant medical director of the 
Ohio National in 1924 and a year later 
became medical director. 

Grant Westgate is a young man who 
spends most of his time on a Pullman. 

(CONTINUED ON PAGE 13) 





System of Sales 
Technique Brings 
Definite Results 





Effective results have been obtained 
by the Ohio National Life from the use 
of a definite system of sales technique. 
The plan embraces the most practical 
systems of the day and meets the test: 
Does it work? Much credit for devising 
the plan, getting it into use and super- 
vising its use, goes to E. E. Kirkpatrick, 
superintendent of agencies. 

The Ohio National formula is known 
as the one-two-three sales plan, one be- 
ing time control, two being prospecting 
and three sales presentation. 

Before introducing the plan to the field, 
the agency department conducted research 
over a period of a year to determine the 
ratio of results to the effort that the aver- 
age agent could be expected to put forth. 
As a result the company concluded that 
if the average agent would spend six 
hours in the field each day, one hour 
in planning and study each day, would 
make 20 new sales calls each week, ten 
second and subsequent sales calls each 
week, present ten sales interviews each 
week, he would produce two applications 
each week for an average of $2,500. 


Chart Is Furnished 


The agent is therefore furnished with 
a chart showing this schedule and the 
results which should follow. A monthly 
report book is furnished on which the 
agent may keep his record. At the re- 
quest of a manager, the home office will 
make an analysis of the record of an 
agent for three months, but thereafter 
the manager must do the analyzing. 

As for the second part of the sales 
plan, prospecting, the agent is furnished 
with literature on the subject, showing 
the sources of prospects, providing sales 
talks on how to prospect and informa- 
tion on how to create a prospect file. 
Prospect cards are furnished in two 
tints, so the agent may have both alpha- 
betical and date files. 

This is supplemented by a direct mail 
system, known as the five-two-one plan. 
That signifies that the agent is expected 
to get five names from each call. Cards 
are provided for the agent to record the 
names of five prospects, obtained as 
the result of a call. These names are 
sent to the home office for circulariza- 
tion. If this system is followed, the home 
office finds that an agent never wants 
for prospects. 


Direct Mail Portfolios 


In connection with the third phase of 
the formula, sales presentation, the 
home office furnishes direct mail port- 
folios. There are a number of circulars, 
each discussing a definite need and an 
organized sales talk is provided with 
which the agent can solicit for each 
need. 

When the agent sends in the name 
of a prospect, he indicates which circular 
he desires to have sent to prospects, 
whether it be retirement income, salary 
continuance, cleanup fund, a -nuities, 
guaranteed annuity, juvenile, business in- 
surance, educational, mortgage payment, 
modified life, etc. 

Then, in addition. the agent is pro- 
vided with special illustrated sales talks 
for use in visual presentation. 

By this definite procedure, the com- 
pany finds that it is in a position to make 
clear to the new man what is expected 
of him in his new job. While the Ohio 
National, like other companies, has en- 
countered difficulty here and there in 
causing rugged individualists to conform 
to a system, based on averages, it has had 
exceptionally good results. The men 
who permit themselves to be regimented, 
and they are in the majority, are bring- 
ing home the bacon. 

The Ohio National system recognizes 
that as nearly as possible the discipline 
and system with which the average man 
would be faced in a salaried job must be 
provided for him if he is to get results 

(CONTINUED ON PAGE 6) 
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Large Turnout for 
Dedication Rites 
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George F. Dieterle. This is a handsome 
insignia, set with diamonds. 

Thereupon Mr. Appleby will have the 
pleasant function of presenting service 
pins to field men and home office em- 
ployes, who have completed five, ten, 
15, 20 and 25 years in the service of the 
company. , 


Farney 25-Year Man 


To J. R. Farney of Kansas City will 
be awarded a 25 year medal. In addition 
to Mr. Appleby, the 20 year group in- 
cludes R. J. Howe, Cleveland, J. P. Mc- 
Cormack, Huron, O., E. F. Neuman, 
Galion, O., Guy C. Glascock, Hutchin- 
son, Kan., J. W. Milholland, general 
agent at Columbus, O., Harry Gray, 
Kenton, O., L. B. Dow, Memphis, Guy 
Chiesman, Spokane, Eben S. Davis, Al- 
liance, O., W. J. Murphy, Lima, O., 
Carl F. Wetzel, Cleveland, G. L. Rake- 
straw, Tiffin, O., L. F. Waldbauer, Crest- 
line, O., and Maude E. Watson, Agnes 
Williams and Margaret Williams, home 
office employes. , 

Aside from the Ohio National family, 
the city of Cincinnati and the life insur- 
ance business, in general, will be repre- 
sented at the luncheon. Among the 
guests will be representatives of the 
Cincinnati chamber of commerce and 
officers of other insurance companies, 
including George Graham, president. of 
the Central States Life of St. Louis, L. 
M. Cathles, president North American 
Reassurance, and Robert B. Sturtevant, 
vice-president American Central Life. 


Production Drive Planned 


Except for the dedication luncheon, 
the only other function of a serious or 
business nature in the busy three day 
round up will be the luncheon session 
Wednesday. Vice-President John H. 
Evans will preside at this occasion. En- 
thusiasm will be stimulated, especially 
for Appleby month in October. Last 
year, production during October was the 
largest in the history of the company, 
being about $3,500,000. This year the 
sights of the production department are 
leveled at $4,000,000. The program will 
be outlined by E. E. Kirkpatrick, super- 
intendent of agencies. He will call on 
a number of the field men present and 
O. C. Norton will be called upon in his 
capacity as president of the Builders 
Club. Grant Westgate, assistant super- 
intendent of agencies, will present the 
golf prizes won in the Wednesday morn- 
ing tournament. The final feature of 
that session is sure to be greeted with 
applause, as it will be the announcement 
by Mr. Evans of where the next meet- 
ing of the Builders Club is to be held. 
In order to make it a real surprise, the 
news is being held back until that time. 

Start with Dedication Luncheon 

That covers the heavy portion of the 
program. For the rest, life will be beer 
and skittles, so to speak. The guests will 
arrive Monday morning and after get- 
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ting installed in their hotel rooms, will 
go to the new home office building to 
express their “ahs and ohs.” Then they 
will gather at the Hotel Gibson for the 
dedication luncheon and in the after- 
noon the sights of Cincinnati will be 
shown to the guests. This will include 
a trip to the Kentucky side of the Ohio 
river, 


Informal Dinner Dance 


Monday evening there will be an in- 
formal dinner dance at the Netherland 
Plaza hotel, with music until 2 in the 
morning. 

Tuesday will be strictly pleasure. In 
the mornine there will be an open house 
at the home office and all of the mem- 
bers of the staff will be available for con- 
versation, serious or otherwise. Lunch- 
eon will be served at the Hotel Gibson 
roof garden and at that time there will 
be a surprise entertainment. 

In the afternoon, the famous “Island 
Queen,” which is credited with being the 
largest river boat in the world, has been 
chartered exclusivelv for the Ohio Na- 
tional people. The boat will cruise from 
3:30 p. m. until 11:30 p. m., with buffet 
supper being served on board. 


Golf Tournaments Wednesday 


Wednesday morning will be devoted 
to the golf tournaments for both the 
men and women. The nlay will be at 
the Hyde Park Countrv Club. Grant 
Westgate and Emmett Milholland of 
the home office staff are in charge of the 
event. At noon, while the men are talk- 
ing shop at the luncheon session at the 
Cincinnati Club, the women guests will 
be entertained by Mrs. Anplebv in the 
garden of her home. 

In the afternoon guides and transpor- 
tation will be furnished for those who 
desire to see places of interest in the 
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Company’s New Investments 


This Year Are Substantial 


(CONTINUED FROM PAGE 4) 


cent of the assets. Mortgage loans of 
$9,606,384 represented 25.27 percent of 
assets. These were divided, first mort- 
gages on improved properties for not 
more than 50 percent of the appraised 
value, on farms, $3,238,982, and urban, 
$6,367,402. Policy loans of $9,348,216 
represented 24.59 percent of assets. The 
home office real estate is entered at 
$330,000. Other real estate amounts 
to $2,552,282. Due and accrued interest 
was $581,177 and due and deferred pre- 
miums $863,542. 

The net reserve amounted to $32,677,- 
348, additional reserve $1,263,642, funds 
left on deposit by policyholders $825,- 
089, death claim reserve $151,796, tax 





‘reserve $131,088, interest paid in advance 


$166,256, premiums paid in advance $81,- 
729, dividends to policyholders $113,471, 
contingent commission $44,600, current 
account and outstanding drafts $36,610, 
capital $828,731, asset fluctuation fund 
$700,414, and net surplus $1,000,000. 
During 1933 there was paid to bene- 
ficiaries and policyholders $4,850,619. 


Effective Sales Technique 
Given by Ohio National 


(CONTINUED FROM PAGE 5) 


in life insurance. The Ohio National 
plan does not offer many novel features, 
as it is the variation of a system which 
is regarded as fundamental by most 
agency leaders today. However, it recog- 
nizes basic principles and provides a 
straight and certain road, leading to an 
assured destination, for the agent who 
will travel that way. 











Novel Features 
in New Building 





(CONTINUED FROM PAGE 4) 


service facilities, such as elevator, toile; 
entrance halls, etc., and so as to consti. 
tute a central point for additions in the 
future if required. 

The exterior panel walls of the oi 
building were removed and remodeled jy 
such a way as to merge naturally and 
artistically with the new portion. The 
architect, Frederick W. Garber, states: 
“The treatment is in the simplest archi. 
tectural expression, which in the archi. 
tect’s opinion by its solidity and strength 
is indicative of an insurance company 
which is primarily financial. ; 


Old Structural Frame 


“The complete building represents the 
old structural frame with an envelope 
of appropriate design, with the interior 
equipment and furnishings adequate by 
economically executed.” 

Secretary S. T. Blashill of the Ohio 
National watched every step in the crea. 
tion of the project and many of his. ideas 
are incorporated in the layout. The lay- 
out was designed, he explains, to provide 
a natural flow of work and precedent was 
disregarded in accomplishing that pur. 
pose. The operations of the company 
were analyzed minutely as a basis for 
arranging the “flow.” 

Beginning at the basement it is found 
that gas is burned, thus bringing about an 
important economy in the nether regions, 
What was formerly the coal bin has been 
converted into a store room to hold the 
bale of paper a day which the Ohio 
National produces. 

Each floor provides the wide open 
spaces which constitute the ideal layout 
for insurance operations. 

On the first floor are located the file 
department and the mail department 
which, as a matter of fact, are the same. 
At 7 o'clock the company’s mail is taken 
from the box at the post office and at 
7:20 is delivered on the first floor. Rep- 
resentatives of the different departments, 
such as the cash control department and 
service department, are stationed with 
the mail department, so as to take the 
mail for their divisions, sorted for han- 
dling, up to their divisions. It is thus 
ready for treatment when the employes 
of the different departments arrive. 


Addressograph Unit 


By the side of the file and mail de- 
partment are located the application 
units and the Ohio National employs 
the system of extracting the application 
and sending it with the letter to the de- 
partment in question. This saves 4 
double trip. All of the “in force” appli- 
cations are concentrated around the mail 
department, while in a more remote part 
of the room are the closed death claims 
and other “out of force” items. : 

From the first floor run service stairs, 
providing ready access to the various 
departments above. 

Also on the first floor is the address- 
ograph unit, which is considered 4 


(CONTINUED ON LAST PAGE) 
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New A.&H. Forms 
Placed on Market 


Business Men’s Assurance An- 


nouncement Made at Silver 
Anniversary Celebration 


w. T. GRANT REMINISCES 


Large Gathering of Insurance Officials, 
Leading Managers and Agents 
at Banquet 


J. C. Higdon, vice-president in charge 
of sales for the Business Men’s As- 
surance of Kansas City, announced sev- 
eral new policies on the last day of the 
company’s silver anniversary celebra- 


‘tion. They incorporate many features 


of the “silver anniversary” contracts 
which the company will not issue after 
Sept. 1. 

The “all star special” accident and 
health contract provides for payment of 
income in event of total disability from 
accident, after the third day and con- 
tinuing to age 70; two-fifths of the orig- 
inal monthly indemnity for partial dis- 
ability from accident beginning after the 
third day continuing up to six months; 
payment of income for confining sick- 
ness, beginning after the third day of 
disability and continuing up to 12 
months, and one-half of the original 
monthly indemnity for non-confining 
sickness, beginning the third day and 
continuing up to six months. 

Eliminates Accumulations 


The company has followed the prac- 

tice of most companies in eliminating 
provision for accumulation of indemni- 
ties for accidental death of 10 percent 
each year. 
_ The company sets a precedent in mak- 
ing a positive statement of its attitude 
toward risks’ riding by airplane. A 
clause has been inserted making definite 
liberal provision for benefits in event of 
aerial passenger injuries. Full indem- 
nities will be paid as a result of acci- 
dent while assured is riding as a fare 
paying passenger in a regular passenger 
aeroplane operating over regular pas- 
senger route. For any other aviation 
accident the policy pays 10 percent of 
the regular accident indemnities, with 
the exception of double indemnity. The 
policy can be issued in connection with 
life insurance. 


Offers Reimbursement Feature 


_ Because advances in medical skill have 
Increased cost for hospital, medical and 
surgical treatment, the company offers 
a “medical reimbursement supplement” 
Providing for reimbursement of all nec- 
essary medical expenses required as a 
result of accident within six months 
from date of the accident. It provides 
No payment for such expense arising 
rom sickness, and does not cover 
hernia from any cause, It is not issued 
with health only contracts. Rates are 
Standard bureau. 

The “all star special income contin- 
uance plan,” which was originated in 
1933 and to which in 1934 was added 
the $500 emergency sight draft feature, 
here is renamed and new features added. 
The sight draft feature has proved pop- 
War and a large percentage of life ap- 
Plications includes it. There is added 
va special remembrance” feature, pro- 
of ee for lump sum payment annually 
pols € excess interest (over 34 percent) 
ane under the policy. This payment 
i y be made on any anniversary date 
€signated by the policyholder. 
ie the name “all star” on the new forms 
8 the distinguishing name of the com- 
Pany’s yearly conventions, agents at- 





tending being designated “all star sales- 
men.” <A special contest in September 
will introduce the new contracts. Prizes 
will be awarded salesmen who submit 
the largest number of applications for 
any new forms in the period. 

Mr. Higdon, talked on “Full Steam 
Ahead,” pointing out that average re- 
turn on life companies’ investments 
made in the past will be higher than 
on future investments for some time, 
because of decline in interest rates. He 
stressed this as a strong selling point. 

Two other factors place life insur- 
ance in better position: (1) people who 
lost money they had saved have adopted 
the attitude of “why not spend and en- 
joy it now?” and (2) insurance pro- 
vides a safer way of saving. 

Need for vision was stressed by J. P. 
Baldwin, California manager. His state 
leads the company in production and he 
is the oldest manager in point of serv- 
ice. He is president of the Managers’ 
Club. 

“The extent to which you can under- 
write the vision of the people measures 
your success in the only imaginative 
business I know anything about,” he 
said. “When a man buys insurance he 
is seeing food and clothing and shelter 
for those he loves 20, 30 years from 
now when he no longer will be there 
to see that it is done.” Mr. Baldwin 
said life agents need “(1) physical en- 





ergy to get to all who need your serv- 
ice; (2) mental energy to see that they 
understand it in spite of all their ob- 
jections, and (3) courage to face ob- 
stacles that life underwriters, as all 
others dealing in ideas, must face.” 

W. M. Jones, manager Utah branch, 
which leads in percentage of quota at- 
tained, pointed out that the company 
possesses simplicity, honesty and _ util- 
ity, qualities which make for perma- 
nency. 

Mr. Jones stressed courage and right 
mental attitude as essential. He urged 
package life insurance selling. 


President Grant Reminisces 


President W. T. Grant was given a 
large share of credit for the success of 
the Business Men’s Assurance by J. H. 
Torrance, vice-president. Mr. Grant 
spoke on “Year By Year Along the 
Way,” a stinulating talk. Mr. Grant 
had culled material for it from letters 
which he wrote to the sales force 
throughout the company’s 25 years. 
They revealed that company policies 
had changed little in 25 years, the funda- 
mental sales psychology being largely 
the same as at first. 

Mr. Grant cited outstanding events 
each year of the company’s life. In 
1910 the company wrote 389 applications 
in a month. A little later it announced 
acceptance of class C risks for the first 





time. The first “Booster’s Club” ban- 
quet was given in 1910. In 1919 the 
company passed the million dollar in- 
come mark. In 1920 the company was 
reorganized to write life insurance, the 
first day $1,022,500 of life business being 
sold, of which $509,000 bore the sig- 
nature of Mr. Grant. 

“It is interesting to note,’ Mr. Grant 
commented, “that in that time, we had 
three depressions.” 

Approximately 300 managers, agents 
and guests attended the banquet, Mr. 
Grant being toastmaster. Behind him 
was a replica of the BMA building with 
windows lighted. 

Insurance Leaders Attend 


Among prominent insurance men at- 
tending were W. W. Head, president 
General American Life, and George 
Graham, president Central States Life, 
St. Louis; Cliff C. Jones, chairman of 
the board Kansas City Fire & Marine, 
and Morton Jones, its president; Ralph 
Rice, Sr., president, and Ralph Rice, Jr., 
vice president National Fidelity Life; 
Daniel Boone, president, Midland Life; 
J. T. Mayall, vice-president American 
Savings Life and Sentinel Life; Ray 
Duboc, president Western Insurance 
Companies, Ft. Scott; C. N. Sears, sec- 
retary; Dr. H. A. Baker, medical di- 
rector, and Joseph Budinger, actuary 
Kansas City Life; George Grogan, 
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Their combined reports cover a period of over 3,500 weeks— 
equivalent to watching one man’s work more than 70 years. 


For the full period, 70 years, they show 15 7/10% sales. 
For the period from March 1, to May 30, 1933—the percent 
of sales for these same men was 13 7/10%. 


A PLAN THAT WILL DO BUSINESS DURING A 
PERIOD SUCH AS MARCH-APRIL-MAY, 1933—about as 
well as at other times—must have something in it worth inves- 


Then write— 


Harold J. Cummings, Vice-President 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul 


HIERE’S 
PROOF! 


We have weekly reports from boys who were following the 
ORGANIZED SELLING PLAN before the bank and insurance 
moratorium last year—and who are still on the plan and still 
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agency vice-president; Herbert Jordan, 
secretary, and C. J. Hough, assistant di- 
rector of agents Federal Reserve Life; 
Vice-president Cecil, and Actuary Kelly 
of the Kansas Life, Topeka; . 
Ridgway, president, and Ross J. Ream, 
secretary National Protective Associa- 
tion; Ray McGinnis, vice-president 
Central Surety and Howard Flagg, vice- 
president Employers Reinsurance. 


Award Service Tokens 


Vice-president Torrance presented L. 
D. Ramsey,: secretary, a token of ap- 
preciation of his 25 years’ service. Miss 
Chlo Peterson, editor “B. M. A. Bul- 
letin,” represented company officials in 
honoring for the same achievement 
Miss Daisy Baker, assistant secretary 
and head of the underwriting depart- 
ment. 

R. E. Sanders, leading salesman, 
whose 1933 production was the equiva- 
lent of $1,000,000 of life insurance, was 
presented a silver candelabra and bowl. 
Mrs. Carrie Summers, second high pro- 
ducer and first woman ever to be vice- 
president of the Grant Club, was pre- 
sented a silver tray. 

I. R. Crandall, Las Vegas, N. M., 
who leads the company for 1934, with 
high production in June won the honor 
of presenting President Grant a plati- 
num watch. 


Every problem of life insurance _can_ 


be solved without damage to policy- 
holders,” Superintendent O’Malley of 
Missouri stated in a talk. “That should 
be made known. It would strengthen 
a growing respect for life insurance. De- 
spite the publicity the department re- 
ceived in an instance or two, this de- 
partment is not ‘out to wreck com- 
panies.’ Every one of us in the depart- 
ment has the interest of life insurance 
at heart.” 

Commissioner McClain of Indiana 
gave a brilliant after-dinner speech of 
the sort for which he is noted. 


Sanders Tells Methods 


Mr. Sanders was one of the prin- 
cipal speakers. He discussed his meth- 
ods in meeting objections and reaching 
certain objectives. To secure an annual 
premium, use of interest figures is often 
effective. Advantages of the annual 
payment method are obvious. Such 
business renews better than semi-annual 
or quarterly. Mr. Sanders minimizes 
competition. 

He stresses special contracts in sell- 
ing. All the insurance he sells is hard 
to get. The prospect must be recom- 
mended. Mr. Sanders handles only spe- 
cial plans for special people. 

F. M. See, New England Mutual gen- 
eral agent, St. Louis, gave his famous 
oe Commandments for Closing a 

ale.” 











“A Story of Progress” . 


Ten pages of interesting 
copy, profusely illustrated 


in attractive colors. 


Write the Agency Department 
for your copy —NOW. 


The Midland Mutual Life Insurance Company 
Columbus, Ohio 
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General Agents of National 
of Vermont Elect Marc Law 





PRESIDENT OF ASSOCIATION 





Doolin of Research Bureau Discusses 
Conservation at Annual Meeting 
in Montpelier, Vt. 





The General Agents’ Association of 
the National Life of Vermont at its 
meeting held in Montpelier elected 
Marc A. Law, general agent of Chicago, 
as president. Other new officers are: 
vice-president, B. L. Crosthwait, Bloom- 
ington, Ill, agency; secretary, C. V. 
Shephard, Cedar Rapids. Ia. 

J.A. Wellman of Manchester is chair- 
man, executive committee, whose other 
members are E. T. Wells, New York 
City; E. A. Hasek, Kansas City, and G. 
M. Robinson, Detroit. 

L. J. Doolin of the Research Bureau 
talked on conservation. He compared 
profits of three hypothetical agencies 
based on agency analyses made by the 
bureau. 

Albert S. Brigham, financial vice-presi- 
dent, read a paper on the company’s 
financial standing. 


Doolin Presents Illustration 


Mr. Doolin’s subject was “Does Con- 
servation Pay?’ The general agency 
contract assumed in his illustration was 
that of the average agency. He started 
with new agencies, carrying operations 
over a 20-year period, with assumed 
production of each agency as follows: 

First year $500,000; second $1,000,000; 
third $1,500,000; fourth $1,800,000; fifth 
$2,100,000; sixth $2,400,000; seventh 
$2,700,000; eighth $3,000,000; ninth $3,- 
300,000; tenth $3,600,000; 11th $4,000,- 
000; 12th $4,200,000; 13th $4,400,000; 
14th $4,600,000; 15th $4,800,000; 16th to 
20th $5,000,000, the total being $68,900,- 
000. 

Of this volume $100,000 is produced 
personally by the general agents, who 
receive unearned or forfeited renewals 
on 20 percent of agents’ business. 


Wide Divergence Is Noted 


Mr. Doolin termed the agencies the 
Behan, Jones and Brown agencies. The 
practical difference between the Brown 
agency and the Behan agency was 
$377,000, he stated. A fundamenetal 
factor was persistency. The bureau 
man said the amount of annual produc- 
tion needed to have $50,000,000 in force 
at the end of 20 years was: With per- 
sistency rate A, $4,300,000; B, $6,500,- 
000; C, $7,400,000; D, $14,700,000. 
Important factors for the Behan, 
Jones and Brown agencies were respec- 
tively: First year expense per $1,000,— 
$3.75, $4.34 and $5; renewal expense 
per policy—$1, $1.22 and $1.40; average 
policy—$5,500, $4,442 and $3,000; aver- 
age premium per $1,000—$32, $30.92 and 


$30; second year renewal ratio—91.7, 
85.5 and 79.6. 
Gives Figures for Agencies 
The balance sheet for the three 
agencies was: 
Behan Jones Brown 
Overriding inc. 
and exp. allow- 
ee $741,781 $668,571 $564,487 
Expense ....... 326,479 390,712 466,276 
Net income as 
general agent.. 415,302 277,859 98,211 
Unearned ren.. 148,923 128,981 98,478 
Comm. on pers. 
production -. 54,260 50,200 44,720 
Total net inc.. 618,485 457,040 241,409 
Net income per 
ENS ore staixh rs 30,924 22,852 12,070 
Net income per 
$1,000 paid..... 8.98 6.63 3.50 
Pet. total paid 
in force end 20 
Se Pe 73.6 65.7 50.5 


The difference of $1.25 per $1,000 be- 
tween the Behan and Brown first year 
expense amounted to $86,125; difference 
in renewal expense $27,241; difference in 
average policy $56,753; difference in 
average premium $59,060 and difference 








Becomes Coast Manager 
For the Colorado Life 











F. W. HERON 


F. W. Heron of San Francisco has 
become vice-president and Pacific Coast 
manager of the Colorado Life of Den- 
ver. R. W. Wilson of Los Angeles, 
who has been Pacific Coast manager, 
has resigned effective Sept. 15, when 
the office in that city will be closed. He 
was formerly. with the Occidental Life. 

Mr. Heron has long been: prominent 
in life insurance affairs on the coast. . He 
was for many years in charge of the 
Pacific Coast field for the Fidelity Mu- 
tual Life, becoming supervisor in 1913 
and assistant manager of agencies with 
direct charge of the Pacific Coast ter- 
ritory in 1925. He started with that 
company in 1904 as an agent in Iowa 
and later served in Texas and as gen- 
eral agent in Omaha before going to the 
Pacific Coast.» He has always been es- 
pecially active in association work and 
for several years donated to the San 
Francisco association what was known 
as the Heron Trophy, to be awarded 
each year to the member rendering the 
greatest service to life insurance. ‘ 

In 1930 he resigned from the Fidelity 

Mutual, intending to retire permanently. 
He first became interested in the Colo- 
rado Life through its issuance for him 
of some single premium accident poli- 
cies. While visiting the home office a 
few weeks ago, he agreed to enter the 
field again. 
In the life insurance world, Mr. Heron 
is widely known as a lecturer, his hobby 
being life income and single premium 
insurance. He was one of the first men 
in the country to center his whole éf- 
forts on writing life income. He is 4 
nationally known book collector and 
loaned much of the material for the re- 
cent picture “Treasure Island.” 


Hold Chicago Field Day 


Members of the Chicago Association 
of Life Underwriters will hold their an- 
nual field day Sept. 13 at Tam O’Shanter 
golf club. A. E. McKeough is chairman 
of the arrangements committee. In ad- 
dition to a golf tournament there will be 
indoor baseball, horseshoe pitching, etc. 
There will be awarded special prizes for 
low total gross score to four full time 
agents representing the same company, 
and special prize for the agency having 
the largest attendance. Managing Direc- 
tor Tower of the association suggests 
that general agents and managers offer 
a ticket for the field day as a reward for 
production. 


H. W. Metzger Retires 
After 47 years with the Prudential as 
assistant manager of the tracing depart 
ment in the home office, H. W. Met@ 
ger retired last week. His son, G. ©: 








in persistency $147,897, a total of $377,- 
000 in favor of the Behan agency. 


Metzger, has been with the home office 
of the company for more than 20 years. 
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Haymond Elected Chairman 
of Bar Association Section 


+ 





LIQUIDATION RESOLUTION UP 





Refer Suggestion for Bankruptcy Law 
Amendment Back to Committee— 
Jess Read Opposes Action 





Frank C. Haymond of Fairmount, W. 
Va., was elected chairman of the Insur- 
ance Section of the American Bar Asso- 
ciation at the final departmental session 
in Milwaukee. ° Mr. Haymond, who has 
been secretary of the section since it was 
organized in 1933 at the Grand Rapids 
convention, succeeds A. T. Vanderbilt, 
Newark, N. J., who requested to be re- 
lieved of office. W. E. Stanley, Wichita, 
Kan., was elected vice-chairman, and 
] Des Moines, secretary. 
Council members are Lionel Kristeller, 
Newark, and J. W. Cronin, Boston, for 
three years; and H. S. Knight, Sunbury, 
Pa. for two years to fill the unexpired 
term of Mr. Stanley, who remains a 
council member as vice-chairman. 

An upset at the final session was the 
voting down of the recommendation of 
the committee on qualification and reg- 
ulation of insurance companies for adop- 
tion of a resolution approving “in prin- 
ciple of an amendment to the federal 
bankruptcy act to make provisions for 
the liquidation of delinquent insurance 
companies, engaged in business in more 
than one state, under a uniform system 
of law and practice, retaining, however, 
so far as possible the administrative 
services of the state supervisory insur- 
ance officials who are now, or who may 
hereafter, be empowered and equipped to 
function in such a capacity, and maintain 
facilities for the filing and proving of 
claims which so far as is practical and 
consistent with a reasonable administra- 
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Seattle Managers’ Club 





Addressed by Dr. Steward 





Dr. Verne Steward, lecturer at the 
University of Southern California, and 
his assistant, Kenneth Belknap of the 
same university, appeared before the 
Managers Club of Seattle and explained 
the use and value of special tests in the 
selection of life underwriters. Dr. Stew- 
ard has just completed an exhaustive re- 
search on the subject and has devised 
a composite inventory and examination 
for life agents which has met with re- 
markable success and approval. It has 
been tried on about 400 life men in Los 
Angeles and has been found to be prac- 
tically correct. Dr. Steward maintains 
that there are thousands of life agents 
brought into the business every year 
who should not be permitted to enter 
the business at all. He gave an inter- 
esting address which was _ considered 
profitable by all who heard him. 








tive cost, shall be equally accessible to 
all claimants throughout the United 
States.” 

The matter, by vote, was re-referred 
to the committee for further study and 
conference with the commissioners and 
the companies, and for submission to 
the section of a definite bill of amend- 
ment, instead of a mere recommendation 
for approval of the principle. 

Previous to the vote, a telegram was 
read from Jess G. Read, insurance com- 
sioner of Oklahoma, as follows: 

“Without entering into merits of pro- 
posal of committee of qualification and 
regulation of insurance companies, as 
one insurance commissioner I believe 
that ordinary courtesy demands this sub- 
ject be submitted for the consideration 
of the several state insurance depart- 
ments or to the National Convention of 
Insurance Commissioners. While I am 
not sufficiently informed to make formal 
objection, I do respectfully as one com- 
missioner request postponement of ac- 
tion by your committee until state in- 
surance commissioners have had an op- 
portunity to study the subject.” 


Other Reports Made 


Other reports made at the final ses- 
sion were by committees on unemploy- 
ment insurance, workmen’s compensation 
and employers liability, automobile guest 
legislation, and federal interpleader legis- 
lation. 

Speakers at the session were H. C. 
Spencer, counsel of the title and mort- 
gage rehabilitation bureau of the New 
York state insurance department, talking 
on “Some Legal Aspects of the Guran- 
teed Mortgage Company Rehabilitation 
Program;” H. D. Sayer, former indus- 
trial commissioner of New York, on 
“The Realities of Workmen’s Compen- 
sation; a Contrast between Theory and 
Practice;’ and Zechariah Chafee, Jr., 
professor of law at Harvard, discussing 
the “Extension of Federal Interpleader 
All Business.” 


Test Burial Outfits’ Legality 


OKLAHOMA CITY, Sept. 6—Com- 
missioner Jess G. Read has asked that 
a test case be instituted to ascertain 
the legality of burial associations oper- 
ating in Oklahoma without state super- 
vision. A request to this effect was 
sent to the attorney-general’s office. 
Only one company will be named in 
the suit although the outcome will af- 
fect 120 such associations operating in 
the state. The action was taken follow- 
ing an attorney general’s opinion which 
indicates that an act taking from the 
state insurance board the supervision of 
burial organizations is unconstitutional. 
The 120 associations operative in the 
state have an approximate membership 
of 160,000, each with a guarantee of 
proper burial without further cost than 
the price of membership. A petition 
signed by 80 funeral directors re- 
quested the commissioner to make the 
investigation. 





HOW to BUY DOLLARS 
for FUTURE DELIVERY 


Ask any field man of the Lincoln 
National Life Insurance 


Company of Fort Wayne. 





Indiana. He can explain a most 
attractive method ... through the 
Five Star Annuity. This plan pre- 
vides: Retirement income when 
wanted ... life insurance when 


needed ... cash options ... and 


preferred rates. . « « « « « « * 





Are You Group-Minded ° 


Unless you are thoroughly “group-minded” 
you are probably overlooking many employers 
who will buy some form of group insurance this 


fall or winter. 


We suggest that you get acquainted with 
one of the group specialists in our local office. 
He will tell you how to do the preliminary work 
and help you close the business. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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Anniversary—September 5, 1934 


FORTY YEARS 
of Dependable Service 


@ September 5, 1894, in the city of Indian- 
apolis, Indiana, was born a “pioneer” of 
old-line, legal reserve Life Insurance in 
the Middle West—The State Life Insur- 
ance Company of Indianapolis. Over these 
years repeated periods of economic stress 
—panics and depressions—were success- 
fully weathered. 


@ The State Life has paid in benefits to 
its policyholders and their beneficiaries 
over $100,000,000. Performance of every 
contract obligation—day by day and over 
these decades—is the one standard and the 
unvarying record of the State Life. 


@ The performance of forty years gives a 
sound basis of security and performance 
in the future. The State Life is a good 
Company in which to own your Life In- 
surance, and a good Company to represent. 


“| Purely Mutual - 


THE 


STATE LIFE 94 


INSURANCE COMPANY 


Indianapolis, Indiana 


























LIFE INSURANCE COMPANY 


Children’s Contracts 


Three Standard Forms, Birth to Age 10. Not weekly payment insurance. 


This is one of the selling helps we offer. 
Field men in New York and Ohio who 
would like to grow with us are invited 
to write to our Supt. 
of Agents, E. Parker 
Waggoner, Home 
Office, 452 Delaware 
Ave., Buffalo, N. Y. 


18 POLICIES .. BIRTH TO AGE 60 
DEPENDABLE PROTECTION 


Whole Life Special © 20 Payment Life Special * Multiple 
Option Life and Annuity © 10 and 20 Year Modified 
Ordinary Life « 10 and 20 Year Family Income ¢ En- 
dowment at Age 65 ¢ Ordinary Life, Endowment at 85 
© 20 Payment Life, Endowment at 85 * 10, 15 and 20 
Year Endowment © Special Convertible Term ¢ 10 Year 
Term © Children’s Policies, Three Forms, Birth to Age 10. 


25 
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President Howland Tells 
of National Life’s Policy 





COMPANY IS STRENGTHENED 





Outlines Its Financial Growth and Com- 
on Decision to Reduce 
Policyholder Dividends 


ments 





President Howland of the National 
Life of Vermont in his talk before the 
agents of that company, in analyzing its 
financial position showed the evolution 
in company’s investment plans during 
the depression. On Dec. 31, 1929, the 
National Life’s assets were $130,552,290. 
On Dec. 31, 1933, they were $151,796,- 
345. In the four year period its annual 
income had increased over $3,000,000. 
It paid out policy loans $38,700,705 with- 
out sacrificing any securities. In the 
meantime its bank balance was increased 
from $808,830 in 1929 to $5,472,727 at 
the close of 1933. Furthermore it in- 
creased its federal government bonds 
over $4,000,000. During this time it 
charged off on real estate acquired about 
$1,000,000. Its surplus at the end of 1929 
was $7,482,057 with no contingency re- 
serve. On Dec. 31 last the general sur- 
plus was $8,002,005 and a contingency 
reserve $2,000,000. 


Solidity Is Shown 


President Howland said that on July 
1 if actual market values had been used 
the statement would still show a surplus 
and contingency reserve over $1,000,000 
in excess of the surplus of 1929. During 
the first seven months of this year the 
total income increased by $1,631,065 
while the disbursements are $863,605 less 
than the same period last year. Net 
ledger assets up-to-date show an increase 
of about $3,000,000. 

Speaking of the underwriting side of 
the business President Howland said 
that the chief disappointment has been 
in the small volume of new business. 
The correction of this trend he said is 
the most important problem at hand. 
While the new business shows an im- 
provement over last year both in quan- 
tity and quality, the increase, he declared, 
is much less than it should be. The pri- 
mary obligation at this time, he asserted, 
is to bend every effort to improve this 
defect. 


National Life’s Dividend Policy 


Speaking of dividends he said that the 
National Life’s net cost over a 20 year 
period has been among the first ten com- 
panies. Sensing the effect of the depres- 
sion on securitv values and interest re- 
turn, the dividend distribution was cut. 
The management felt that the mainte- 
nance of the scale at its long time level 
was unwise in view of the uncertainties 
in investment conditions. In making a 
prediction he said that when the life in- 
surance history of the period is written 
the chief credit for good management 
will be allotted to those companies that 
had the courage and good sense to take 
in sail rather than hazard riding the 
storm with such precious cargoes at 
stake. 


Peoria Association Backs 


L. O. Schriver’s Candidacy 


PEORIA, ILL., Sept. 6—The Peoria 
Life Underwriters Association is giving 
unanimous backing to the candidacy of 
L. O. Schriver for vice-president of the 
National Association of Life Under- 
writers. The association officers an- 
nounced today that he has received en- 
dorsements from associations represent- 
ing over 40 percent of the membership 
in the national body. When it was an- 
nounced that A. S. Holman of San Fran- 
cisco, manager of the Travelers, the 
ranking vice-president, had withdrawn 
from the lists, the Peoria men immedi- 
ately backed Mr. Schriver’s name for 
the vice-presidency. Mr. Schriver is 
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Finds Pneumonia Death 
Rate Is Now Increasing 








Dr. L. I. Dublin, third vice. 
president of the Metropolitan Life, 
finds that the death rate from 
pneumonia this year so far is 1g 
percent more than last year. Dr, 
Dublin says: 

“The pneumonia death rate for | 
the 34 weeks of 1934, through the 
week ended Aug. 15 shows an in- 
crease of 16 percent over the rate 
for the corresponding period of 
1933. So serious does the present 
situation seem that, unless a de. 
cided decline in pneumonia mortal. | 
ity is recorded soon, indications | 
point to the highest death rate at | 
the end of the year that has been | 
registered for the disease for any | 
full year since 1931. The pneu. 
monia situation is the outstand. | 
ingly unfavorable development in | 
the health picture of 1934.” | 








now second vice-president of the m 
tional organization. Starting with the 
forthcoming Milwaukee convention, 
there will only be one vice-president, 
T. M. Riehle of New York City, asso 
ciate general agent of the Equitable, ha 
no opposition for the presidency thet 
has manifested itself. 


American Service Bureau Bulletin 


The initial number of the “A. S. 8, 
News” made its appearance. The paper 
is being published in the interest of the 
field force of the American Service 
Bureau. 


The Little Gem Life Chart shows 
20-year Ordinary Life Net Costs at every 
age, 20-53, inclusive, and at 55 and fl. 
Order at your company club rate from 
The National Underwriter. 
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Test Cases May 
Affect Failures 


(CONTINUED FROM PAGE 3) 


ance companies in receivership or not 
operating. Three or more creditors of 
, corporation can, providing there is an 
equity receivership case pending, file a 
petition in federal court. The law speci- 
fes that no order of adjudication as a 
bankrupt may be entered in such cases, 
but the corporation may be adjudged 
4 debtor corporation and be reorganized. 
Section 4, excluding insurance com- 
panies, is believed by some authorities 
not to conflict with section 77-B, as 
the old section applies only to adjudica- 
tion as a bankrupt, but the new section 
provides only for reorganization and 
prohibits a bankruptcy finding. 
Method Under Statute 





If the federal court should take juris- 
diction under this new law, the judge 
would appoint a trustee to reorganize 
the corporation, with exclusive title to 
the assets wherever located and com- 
plete power over them in the United 
States and all its possessions. All re- 
ceivers and ancillary receivers of the 
corporation would be automatically dis- 
possessed. 

All executory or reinsurance con- 
tracts, it is stated by J. M. Crume of 
Chicago, who has made a long study 
of the new act and who was instrument- 
al in filing the Peoria Life and National 
Life U. S. A. test cases, would be set 
aside subject to proof of any damage 
to parties who had acted in good faith 
in reinsuring the business. Heavy ex- 
pense due to duplication of fees, court 
costs, etc., in many states, would be 
eliminated. 

Procedure Is Stipulated 


Section 77-B specifies how reorgani- 
zation is to be effected. It makes pos- 
sible a moratorium on obligations, and 
scaling down of liabilities if necessary. 
It is not even necessary to start a new 
corporation, but the old one may be 
used as the vehicle through a simple 
amendment of its charter. New stock 
may be issued and sold to secure new 
capital, or the corporation may be 
mutualized or otherwise suitably reor- 
ganized. 

Another threat to the existing method 
of handling company difficulties, accord- 
ing to Mr. Crume, is the decision of a 
federal court in New York state re- 
cently that the New York insurance 
liquidation act is unconstitutional. This 
decision was in the case of Acken vs. 
New York Title & Mortgage Company, 
federal court, northern district New York, 
series B-K and F-1. Acken was repre- 
sented by Max D. Steuer, prominent 
New York attorney. The decision is 


said not as yet to have been reported. |’ 


U. S. Supreme Court Rule 


The decision was similar to a ruling 
of the United States Supreme Court, 
written by Justice Cardoza in the case 
of Clark (Commissioner Clark of Iowa) 
vs. Willard, April 2, 1934, involving the 
commissioner’s effort to obtain posses- 
sion of assets of the now defunct Fed- 
tral Surety which were in Wyoming. 
The court ruled that such a receiver is 
a statutory successor trustee of the cor- 
poration. 
_The New York opinion was that the 
liquidator (Commissioner Van Schaick) 
Was a statutory trustee as under the su- 
Preme court ruling. As such, the order 
Stated, the liquidator could not properly 
Serve all parties, such as policyholders, 
Stockholders, preferred creditors, etc., 
because of their varied interests. The 
Sic idea of a trustee, founded on a 
Steat weight of common law and deci- 
sions, it was held, was that a trustee 
an serve one interest alone. Adverse 
interests could not be served properly 
such a liquidator trustee but only by 
@ court of equity. 
A number of states have similar liqui- 
Pag acts to the New York act, in- 
uding Illinois, In many states the in- 
surance commissioner or his representa- 


tive customarily is named as liquidator 
or receiver for a defunct insurance com- 
pany. 

The Peoria Life reinsurance deal with 
the Life & Casualty of Chicago is in 
its last stages, Judge Joseph Daily of 
Peoria circuit court having signed an 
order Aug. 22, approving the form of 
contract between the receiver and the 
Life & Casualty. The Illinois supreme 
court has not finally passed on the de- 
cree of April 16 of the late Judge Nie- 
haus of Peoria circuit court mutualiz- 
ing the Peoria Life, as petition for re- 
hearing was filed. 

According to Mr. Crume, the question 
of constitutionality of the liquidation act 
of Illinois will be brought up in this 
case, the New York federal and United 
States Supreme Court rulings to be 
cited. 

Mr. Crume stresses that careful prep- 
aration and procedure under the new 
bankruptcy act is necessary as a pro- 
— of this character is highly tech- 
nical, 


A. F. Molloy Goes to Chicago 


A. F. Molloy has been transferred 
from the group department of the Trav- 
elers in San Francisco to the group de- 
partment in the Chicago branch office to 
succeed Jules N. Garneau as group serv- 
ice department manager. Mr. Garneau 








Semi-Annual Figures Reported 





(From Georgia insurance department records) 


Capital Assets Income Disbursements 
SEP POET CE eT aM Te ee ee 52,775,385 6,715,494 $ 4,929,816 
Atlanta Life, Ga. .. 250,000 2,003,769 792,241 711,380 
Atlantic Life, Va. ... 500,000 24,424,525 2,460,201 2,377,372 
Bankers Health & L.. 100,200 937,609 62,305 536,346 
Continental Assur.. .. 1,000,000 18,973,419 2,452,887 2,062,549 
Federal Life ........ 375,000 14,593,243 2,383,901 2,331,955 
General American ... 500,000 127,020,762 12,572,238 24,923,966 
Great Northern ..... 319,000 5,552,513 1,164,535 1,238,611 
Guaranty Life, Ga. .. 100,000 98,910 102,956 100,431 
Hercules Life ....... 500,000 1,014,070 176,378 188,981 
Industrial L. & H.... 260,000 1,519,768 1,650,104 1,589,040 
Liberty National Se 209,145 2,451,913 735,116 622,577 
Life & Cas., Tenn.... 1,500,000 13,375,894 3,412,239 2,809,658 
MARROtIAN — .. i ccccces 100,000 19,530,137 1,551,434 1,884,221 
Maryland Life ...... 100,000 5,217,036 325,740 377,376 
Mass. Protective - 300,000 4,276,022 501,630 276,269 
gO ee ee ee 3,914,039,839 458,341,096 382,528,534 
BEGRGGE TIAMOEE ocisce 806 Kt aW a OSS 570,130,2 51,047,581 48,883,763 
North Carolina Mut. .. 88 cccccccess 4,090,185 62,416 876,609 
Pacific Mutual....... 5,082,000 199,787,436 18,281,930 16,208,786 
Paul Revere Life .... 400,000 910,863 346,181 2 74,438 
Pilgrim H. & LL. ....-. 100,00 459,512 391,936 S 366,484 
py eee 2,000,000 2,897,289,092 330,399.725 272,550,331 
WROMAMOG 6 ites anes 1,000,000 $3,097,885 10,222,477 7,644,540 
Southeastern Life ... 200,000 ,506,20 566,254 550,688 
Sun Life, Can.) is... 2,000,000 643,180,291 80,390,009 60,461,683 
pee UC), eS eee 20,000,000 704,745,649 97,926,144 76,409,068 
Union Centrai ....... 2,500,000 313,436,576 30,945,305 33,785,324 








was transferred to Buffalo in the same 
capacity. Mr. Molloy was group serv- 
ice manager at San Francisco, and pre- 
viously was in the home office group 
department. 


Dr. Huebner’s “Life Insurance” will 
give you the complete background of 
life insurance in a most simple and clear 


manner. 


principles and practices. 


It covers the essential facts, 


Price, $2.75. 


Order from The National Underwriter. 





* * * 


$310,000,000. 


* * * 


during the first six months. 


* * x 


by $300,000. 


est financial position in its history. 


* * * 


From the Report of 
President Price - - - 


Progress has been made along all lines. 


Insurance in force increased to more than 


Assets increased approximately $1,000,000 


Surplus and special reserve funds increased 
These funds, together with 
the capital, make a total of over $4,000,000, 
placing the Jefferson Standard in the strong- 


The Company realized a net profit on over 


FINANCIAL STATEMENT— JUNE 30, 1934 


ASSETS 
ee ks Rc. ss os oe et $ 808,993 


Pe EA, «ook cs oc ce sestees 16,408,536 
These loans were made on a basis not to exceed 50% 
of a conservative valuation. 
ina a, gw ko vc ons cc oe oes et eines 
Bonds carried on amortized basis. 
at market values as of June 30, 1934. 


aa Pata 82s ea es a ia noe 8,290,723 
This includes our seventeen-story Home Office Build- 
ing. 

Loans to Our Policyholders.................... 13,222,083 
Fully secured by the cash values of their policies. 

Premium Notes and Liens...................... 4,680,153 
Fully secured by cash values of policies. 

Interest Due and Accrued.................... 930,753 

Net Premiums in Course of Collection.......... 1,904,379 

FI ee ee ae 293,607 

Total Admitted Assets................... $56,484,292 


Listed securities 


9,945,065 








$300,000 of real estate sold during the 
first six months. This is a most encouraging 
sign for a better real estate outlook. 


* * * 


New insurance bought during the first six 
months totals $22,562,400, a substantial in- 
crease over the same period last year. 


* * * 


The remarkable improvement in the renewal 
of life insurance policies is clear and con- 
vincing evidence that "the worst is over.’ 


* * * 


The Jefferson Standard paid policyholders 
and beneficiaries $3,821,104 during the past 
six months, making total payments since 
organization, $78,111,790. 


* * * 


The mortality experience is good, showing 
considerable improvement over the first half 
of last year. 

* * * 


We are continuing to pay 5 per cent inter- 
est on funds held in trust for our policy- 
holders or their beneficiaries. 





LIABILITIES 
ee Stlel iy a Sa ile whe $50,552,842 


This amount represents the reserve required by law to 
assure prompt payment of policy obligations. 


Reserve for Policy Claims.................... 392,000 
Claims in course of settlement on which proofs have 
not been received. 
a te LS soc oo ks cwdodnnsvccacsas 239,971 
Premiums and Interest Paid in Advance... ... 445,763 
Dividends Left at Interest.................... 537,820 
Reserve for All Other Liabilities............... 43,639 
Medical and inspection fees, bills not yet presented, 
etc. 
Dividends for Policyholders.................... 572,257 
a ne ee ee ae 1,000,000 


A fund to take care of depreciation on real estate 
and investment fluctuations. 


WORE ba cui. cositesss os Gh. beiass. 2200) 692 $53,784,292 
Ce ne on ss rn vine nee a 2,700,000 


These funds are an additional quarantee to meet all 
obligations. 


Vas Te ake ws ce lace ccres $56,484,292 


A. R. Perkins, Agency Manager 


JEFFERSON STANDARD LIFE INSURANCE Co. 


Julian Price, President 


Greensboro, N. C. 
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Excellent List Is 
Before Members 


(CONTINUED FROM PAGE 1) 


will be an address by President J. L. 
Loomis of the Connecticut Mutual and 
Manager Holcombe of the Life Insur- 
ance Sales Research Bureau will ex- 
tend greetings. 

Dr. M. A. Bills, assistant secretary 
of the Aetng Life, will give a talk on 
“Origin of Job Classification and Its 
Early History.” Elisabeth L. O’Rourke, 
personnel director Lincoln National, 





will give a report on “A Study of the 
Technique of Clerical Selection in Re- 
lation to Performance.” George — A. 
Drieu, assistant secretary Connecticut 
General, will speak on “One Method of 
Applying Job Analyses.” He is chair- 
man of the general committee on “Job 
Rating as Applied to Life Office Per- 
sonnel.” 


Home Office Auditing Report 


On the second afternoon, G. W. Che- 
ney, assistant secretary Phoenix Mutual 
Life, will preside. There will be a 
speaker who will talk on “Some Eco- 
nomic Aspects of Life Insurance Under 
the New Deal,’ who will be announced 





1899. 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE 
COMPANY 


INDIANAPOLIS, INDIANA 


@Serving in the life insurance field through 


wars, epidemics, panics, and depressions since 











resultful interviews. 


ing theme. 


ey 


Hot Weather Selling 


“Ice Breakers” are even more important in sum- 
mer selling than in winter. 
proven tools which increase its agents’ opportuni- 
ties to gain a hearing and pave the way for more 


Eye Appeal Effective 


These “ice breakers” bridge the critical first 
few minutes of the interview, capture attention, 
arouse interest and launch the agent into his sell- 
Backed by a complete kit of modern 
policy forms Fidelity agents find these “ice break- 
ers” particularly useful in hot weather selling 
where interest must be captured quickly. 


Send for booklet, “The Company Back of the 
Contract” 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 


Fidelity has tried and 























later. There will be a committee re- 
port on home office auditing, by J. H. 
Domelle, secretary Canada Life, as 
chairman. F. R. Gale, controller Con- 
tinental American Life; J. S. Stevens, 
secretary Crown Life, and H. H. War- 
then, auditor Provident Mutual, will 
give subsidiary reports. H. N. Hamil- 
ton, assistant superintendent of agencies 
of the Union Central Life, will give a 
talk on “Branch Office Budgetary Con- 
trol and Cost Analysis.” 

W. Skilton will preside at the 
last session, Harry Hopf, head of 
H. A. Hopf & Co. of New York City, 
will give a talk on “Measuring Man- 
agement.” There will be a committee 
report on “A Cost Study of Policy 
Loans,” the chairman being S. A. Smith, 
secretary Penn Mutual Life. John M. 
Avery, attorney National Life of Ver- 
mont, will give an address on “The 
Legal Background of Life Insurance 
Transactions.” Insurance Commission- 
er H. P. Dunham will be the last speak- 
er on “Importance of Conservation.” 


Five Additions to 
Milwaukee Program 


(CONTINUED FROM PAGE 3) 


Grand Rapids, Mich., will lead a like 
discussion among the rural general 
agents. C. C. Day, Pacific Mutual, 
Oklahoma City, will be chairman of the 
urban group discussing the stimulation 
of agents and F. W. Darling, Bankers 
Life of Iowa, Cedar Rapids, will con- 
duct the discussion of that subject 
among the rural managers. 


Guaranty Life Awarded 
Register Life Business 


(CONTINUED FROM PAGE 3) 


cago, Illinois Bankers Life of Mon- 
mouth and Security Mutual Life of Lin- 
coln, Neb. The Guaranty Life as of 
Dec. 31 had insurance in force $27,- 
000,000 and assets $7,539,309. The work- 
ing out of the new contract will be made 
as soon as Commissioner Clark goes to 
Davenport. 


Peoples Life Agents Gather 


Commissioner McClain of Indiana Main 
Speaker at Annual Convention 
at Home Office 


New life blood was given by insur- 
ance to the business world of this coun- 
try at its lowest ebb, Commissioner 
McClain of Indiana told agents of thé 
Peoples Life of Frankfort meeting at 
the home office in their annuai conven- 
tion. President E. O. Burget who has 
been active in the company’s affairs 
since its organization 27 years ago, and 
A. C. Louette, vice-president and man- 
ager of agencies, presided at the ses- 
sions, Mr. Burget telling of the early 
struggles to attain the present sound 
position, and Mr. Louette speaking on 
“The Romance in Business.” 

R. M. Malpas of Hollywood, Cal., 
former head of the Reinsurance Life 
of Chicago, was a guest speaker. O. C. 
Miller, Des Moines, Ia., manager, spoke, 
and Charles C. Robinson, editor “The 
Insurance Salesman,” talked on “Some 
Things to Do.” 

Agents attended from ten states, In- 
diana, Kentucky, Iowa, Illinois. Ten- 
nessee, Arkansas, Ohio, California, 
Texas and Michigan. 

A banquet was held at a country club 
the last evening, Vice-president Louette 
being toastmaster. He introduced as a 
speaker Ed Hodge, veteran agent who 
is concluding his 27th year with the 
company. Dr. M. T. McCarty, medical 
examiner, spoke and also State Manager 
A. J. McKnight of Ohio, State Man- 
ager O. C. Miller of Iowa and T. M. 
Ryan, the company’s legal adviser. 








Back on the Job | 


| 








JAMES A. FULTON 


NEW YORK, Sept. 6—James A, 
Fulton, president of the Home Life of 
New York, returned to his office Tues. 
day morning, after an absence of six 
months, due to illness, and was greeted 
on his return by a welcome of applica- 
tions from the field organization. A 
spontaneous effort, without his knowl 
edge, brought in 225 applications for 
$1,250,000 in new business in the mort 
ing mail, this being gathered together 
and personally presented to him by 
Harry Jacoby, vice-president of the 
agency association. The general agents 
also presented him with a desk set in 
his flower-bedecked office. This was an 
outstanding record of new business for 
a day, following an August business 
which closed with a gain of 25 percent 
over last year August in both written 
and paid business. Also, although it 
was a testimonial, it did not represent 
a large total of small applications, the 
average size of policy being more than 
$5,500. The Home Life shows a gain 
in new business for the year to date of 
29 percent over the same period of last 
year. 


Detroit Business Declines 


DETROIT, Sept. 6.—Although July 
volume of new life insurance written in 
Detroit declined 1 percent, the aggfe- 
gate volume for the first seven months 
is ahead 39 percent, according to H. B. 
Thompson, secretary-counsel for the As- 
sociated Life General Agents and Man- 
agers of Detroit. Nineteen companies 
writing approximately 40 percent of the 
business in this territory reported paid- 
production of $5,648,040 for July, 1934, as 
compared with $5,706,932 for the same 
agencies in July, 1933. A sharp seasonal 
drop took place since the same agencies 
reported $7,791,309 of volume in June, 
1934. Preliminary reports for August 10 
dicate a very quiet month, with excel 
lent prospects for fall business, Mr. 
Thompson asserts. 


Arthur Jordan Is Dead 


Arthur Jordan, well known Indianap- 
olis capitalist and philanthropist, die 
this week. He figured in life insuranc 
largely as an investor. At one time 
he was the chief stockholder in the olf 
Meridian Life of Indianapolis, which 
was taken over by the Pan-Americal 
Life, he being president of the Indiana? 
olis company. He fell heir to the Post@ 
Life and Postal National Life of New 
York and became president of thos 
companies. He held stock in other com 
panies and figured in their manage 
ment. He was 79 years of age at the 
time of his death. 
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Texas is adversely affected by drought 
that started early in July. The cotton 
crop has been greatly curtailed. Similar 
conditions can be recited in other states 
involving other products. 

Up to a month or so ago there seemed 
to be more optimism so far as farm 
sales were concerned. During August, 
however, there was more uncertainty as 
to the attitude and procedure of the fed- 
eral government and this has run many 
people to their holes. Generai opinion 
is expressed, however, that if inflation 
js extended still further, land prices will 
increase and the holding of real estate 
yill be desirable. During the three 
months up to Aug. 1, companies were 
able to dispose of some parcels of prop- 
erty to their advantage. Executives be- 
lieve that taxing bodies will not be able 
to increase taxes on real estate as they 
have in the past but will be forced to 
shift the burden to other sources. This 
will have the effect of making real es- 
tate more valuable as an asset. 


Study Each Case Individually 




























Life companies in dealing with their 





f A, mortgages, both farm _and city, study 
‘Me ot Beach case on its merits. In a large 
Tues- Hi number of instances there has been vol- 
of six MP untary readjustment between the com- 
reeted pany and the borrower. Life compa- 
»plica- FF nies do not desire to take over real es- 
1. A BB tate. They will go to all lengths to 
nowl @@ prevent it. They would prefer to have 
s for Methe farmer retain his property if it is 
morn- fe possible at all for him to meet his ob- 
xether fe igations. Therefore the life companies 
m by have made concessions for the benefit 
he of their borrowers and this has enabled 
wine the latter to carry on. Companies nat- 
baat urally object to a wholesale policy of 
et 1 Mi reduced interest or readjustment but 
as al Bi they have accomplished much through 
38 for [individual action. 
siness —__ 
a Insurance Minded Company 
gh it Officials Hold Celebration 
-esent 
3, the : (CONTINUED FROM PAGE 5) 
than JB As assistant superintendent of agencies, 
gait Hehe is constantly out on the firing line 
ite ot Mand he has the ability to inspire enthu- 
f last JResiasm and action. He attended the Uni- 
versity of Pennsylvania, after having 
made a record in athletics. At the Uni- 
versity of Pennsylvania he was captain 
of the freshman football and base ball 
July teams and played on the varsity football 
en in feed base ball teams his other three years 
gere- en college. 
onths After graduation, he spent a brief 
J, B, fPetiod in investment banking and in 
» As- [927 joined the Travelers home office 
Man- feeschool. This led to an appointment as 
anies eeteld representative in agency organiza- 
f the [ee work. In 1930 he joined the Ohio 
paid: National as general agent in Kalamazoo 
34, a5 and a year later was made home office 
same Je UPervisor. In 1932 he was appointed 
sonal feeSistant superintendent of agents. 
ncies Joined Bankers Reserve 
June, Walter G, Preston, Jr., assistant 
st in- Measurer, is a Yale man. 
xcel- Soon after graduation he joined the 
Mr. Pankers Reserve Life, becoming in due 
ourse agency supervisor. Later he was 
my home office agency secretary. In 
he was made assistant treasurer. 
€ operated an airplane in pursuit of his 
nap- MpPusiness and he possesses a department 
died Ry commerce airplane pilot’s license. 
ance In 1930 President Hutchins of the Uni- 
= etsity of Chicago invited Mr. Preston 
: oh 0 gO to that city as his personal assist- 
hic nt. In 1932, at the request of the 
ical Be irectors of the Bankers Reserve Life, 
nap Be returned to Omaha to assist in the 
ostal smuinistrative reorganization of the 
we ss He was elected vice-president 
xX months later became a director. 


Wik Graeser, assistant secretary, was 
ee . Cincinnati in 1902. He graduated 
-Tinceton University in 1924. Dur- 








were spent in the home office of the 
Ohio National and after finishing college, 
he went with that company on a full 
time basis. He took a leave of absence 
for one year and earned the degree of 
master of arts in the mathematics of 
life insurance in the actuarial school of 
the University of Michigan. He was 
elected assistant secretary in 1926. 

The general counsel of the Ohio Na- 
tional is Walter Schmitt, he having filled 
that position since 1914. He is a mem- 
ber of the Cincinnati law firm of Bet- 
tinger, Schmitt & Kreis, of which Albert 
Bettinger, the first president of the Ohio 
National Life, was a senior member. 

The assistant general counsel is George 
E. ‘Coxworth. He is a native of Canada, 
having been born at Markham in 1892. 
He served in the Canadian army. He 
practiced law in Saskatchewan until in 
1927 he joined the National Life, U. S. 
A., in a legal capacity. He became as- 
sistant genéral counsel of the Ohio Na- 
tional Life in April of this year. 

William Henry Harrison, actuary of 
the Ohio National Life, bears an hon- 
ored name in American history. He 
graduated from the University of Tor- 
onto, where he majored in mathematics 
and physics. He is a native of Canada, 
having been born at Burlington in On- 
tario in 1894. He participated in the 
world war and on his return from the 





service he became assistant actuary of 
the Pilot Life. Later he joined the Se- 
curity Life & Trust of North Carolina, 
serving as actuary until 1929 when he 
joined the Bankers Reserve Life, which 
the Ohio National Life took over. He 
is a fellow of the Actuarial Society of 
America and an associate of the Ameri- 
can Institute of Actuaries. He is re- 
garded as one of the able young actu- 
aries in the business. 


Few Fraternals Expected 
to Go on American 3! Soon 
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rate, particularly at the younger ages, is 
closer to the actual, while the American 
Experience is based on an expected mor- 
tality rate far in excess of anything ever 
realized. 

The interest situation is not looked 
upon as being a cause for concern but 
rather one to be watched so as to see 
as far ahead as possible and anticipate 
any trends which may be ultimately im- 
portant. 


Resume Los Angeles Meetings 


The Life Managers’ Association of 
Los Angeles will resume its meetings 
Sept. 10. Kellogg Van Winkle, Equit- 


able of New York, will discuss (1) “The 
Present Trend of Annuity Rates,” and 
(2) “The Relative Place of Annuities 
and Life Insurance in the Near Future.” 


To Begin Big Ad Campaign 

Announcement is made that the Na- 
tional Life of Vermont will embark 
this fall on its first national advertis- 
ing campaign, this being announced at 
the conference over which Vice-Presi- 
dent J. M. Thomas presided. There are 
42 life companies in the United States 
which have the word “National” in their 
title. The National Life of Vermont 
feels that much will be gained by stress- 
ing the identity of the Montpelier Na- 
tional Life. It is the first company to 
incorporate with the word “National” 
in its name. 

The campaign will run in the “Satur- 
day Evening Post” and “Time” starting 
in October. Half-page advertisements 
are to appear in the first magazine and 
substantial size advertisements also in 
the other one. The Richardson, Alley 
& Richards agency of New York City is 
to handle the campaign, the appropri- 
ation for which was not made known. 
The material and art work in the ad- 
vertisements will be of unusual attention- 
arresting character, distinctive and dig- 
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T has always been the primary aim of the Lumbermens 
Mutual Casualty Company to furnish sound insurance 
There can be no question as to the se- 


curity of the protection that “L-M-C” policies contract to 


provide. 


As a mutual organization the “L-M-C” has further sought 
to make sound protection available at minimum cost. 
Through economical management, careful underwriting 
and active loss prevention effort this company has suc- 
ceeded in effecting measurable reductions in the cost of 
Casualty insurance to its policyholders. 


The “L-M-C” writes Automobile and General Casualty 
insurance under dividend-paying policies and is repre- 
sented by leading agents throughout the country. 


James S. Kemper, President 


MUTUAL INSURANCE BUILDING 
GREATEST AUTOMOBILE MUTUAL” 


LUMBERMENS MUTUAL CASUALTY COMPANY 


CHICAGO, U.S. A. 
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Gives All Increased Confidence 


Tuose who desire fresh inspiration and 
arguments to buttress their faith in life 
insurance during the depression period 
can do no better than follow the address 
given by President Frep A. How.Lanp of 
the Nationat Lire of Vermont at its 
agency meeting. He said that life insurance 
as an institution owes much to the depres- 
sion because if there had been any doubts 
as to its soundness, these have vanished. 
The depression wrecked hundreds of banks 
and reduced the value of shares listed on 
the New York Stock ExcHANGE over 80 
percent. It for a time almost completely 
paralyzed business and yet the history of 
the times simply increases confidence in the 
financial soundness of well organized and 
well managed life companies. 

President Howxanp calls attention to 
the fact that newspapers and magazines 
are running articles on life insurance, 
banks and trust companies are commend- 
ing the institution in their advertisements. 
Religion arid life insurance, he said, are 
about the only institutions left undisturbed 
in the revolutionary changes being effected 
by the new deal. The remarkable record 
of life insurance, as Mr. HowLanp points 
out, has been primarily and largely due to 
the stabilizing factors inherent in the 
structure of the institution itself which 
keep the business on an even keel and 
prevent disaster. Mr. How ranp said that 
those closely associated with the manage- 
ment of the companies and the sale of 
insurance realize the safety factor—the 
mortality assumption as affected by selec- 
tion, the conservative interest require- 


ments, the adequate provision for expenses 
in the loading. All these combine to pro- 
duce a rate structure which is safe. There 
are statutory restrictions on investments 
and there is the further safeguard of 
efficient state supervision. Speaking fur- 
ther Mr. How anp said: 

“The public confidence in the life insur- 
ance companies is no doubt largely due to 
the fact that we have so generally sur- 
vived and met our obligations to the letter 
on a battlefield where so many have fallen 
—just why, the generality do not know, 
doubtless attributing much to good man- 
agement but still remaining somewhat 
puzzled at our escape. Will it not 
strengthen our position to have it under- 
stood that while good management is es- 
sential in life insurance as in all endeavors, 
there are inherent elements in the structure 
of our business which more than in any 
other tend toward stability and perma- 
nence? I stress this point because the 
preliminary to a sale is the creation of 
confidence. This threshold must be crossed. 
In many cases it is confidence in the agent, 
but in the larger cases and in these times 
confidence in the company is becoming 
more and more an essential factor. While 
long years of successful operation, a strong 
financial statement, and a history of good 
management and low net cost are essential, 
will it not strengthen our position to dem- 
onstrate, as we easily can, that the setup 


of our particular business contains such’ 


structural safeguards that money invested 
in life insurance is exceptionally safe- 
guarded?” 


. Hard Work a Good Cure 


Reports from the field of production in 
all lines of insurance indicate that re- 
gardless of hard times, slow business, 
unsatisfactory collections, the men who 
are really working intelligently, who 
are industrious and putting in more 


licks than usual, are able to hold their 
own and often show some increase in 
business. Naturally business is out of 
joint. The whole body politic is ill. 
Hard work is a good cure for this 
malady. 


Gains Strength in the Effort 


Ir 1s well enough to have a great aim 
in life and to hitch one’s wagon to a 
star. It is important to espouse a great 
cause and work for it. When one does 
have a definite goal ahead he should 


have the courage and the perseverance 
to walk straight for it. Even if he does 
not attain it, he gains strength in the 
effort. He who steps aside to avoid 
obstacles often becomes lost. 
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PERSONAL SIDE OF BUSINESS 





On completion of 30 years’ service 
with the Equitable Life of New York by 
S. D. Krueger, district manager at St. 
Paul, Minn., his agents conducted a 10 
day campaign and turned in $1,142,000 in 
written business. This is one of the best 
special campaign records made by any 
agency in this state in recent years. Its 
success will be celebrated at a dinner 
Sept. 8. Mr. Krueger joined the Equitable 
at Willow Rock, Ark. He went to St. 
Paul several years ago as co-manager of 
the agency when W. W. Klingman was 
called to New York as vice-president. 
Two years ago the large Klingman 
agency was split into two parts, Mr. 
Krueger retaining the St. Paul end of 
it. His territory also includes part of 
southern Minnesota. 


W. W. Klingman, vice-president of the 
Equitable Life of New York, has been 
in Minnesota the past week attending to 
company business and looking after his 
farm land holdings. 


F. A. Smart, general agent for the 
Equitable of Iowa in Detroit, and Mrs. 
Smart have returned to their home after 
having spent a share of the summer at 
Lake Mitchell, near Cadillac, Mich. 


Mrs. Emily P. Simmons, mother of 
Dr. E. G. Simmons, vice-president and 
general manager of the Pan-American 
Life, died Aug. 29, at her home in Kirks- 
ville. Mo. She was 84 years old. Sur- 
viving her besides Dr. Simmons are an- 
other son, Philip Simmons of the Na- 
tional Service & Appraisal Company at 
Chicago, and four daughters. 


“Roses and Drums,” popular weekly 
radio program sponsored by the Union 
Central Life, will return to the air for 
the coming 1934-35 season Sept. 9, at 
5:00 p. m. eastern daylight saving time, 
over the net work of the National Broad- 
casting Company. The broadcast will 
resume the dramatic episodes of exciting 
spy stories of the Civil war. 


Charles F. Williams, president of the 
Western & Southern Life has returned 
from a trip throughout the territory, hav- 
ing held state conventions at Indianapo- 
lis, Columbus, Detroit, Cleveland, Pitts- 
burgh, Chicago and St. Louis. On this 
trip he personally investigated the mort- 
gage loan situation throughout the mid- 
dle west and found fewer rental vacan- 
cies, due to the fact that increasing em- 
ployment has enabled many families who 
have been compelled to double up dur- 
ing the depression to now maintain sep- 
arate residences of their own. 

M. D. Larson, for 32 years general at- 
torney for the National Mutual Benefit 
Life, formerly known as the Beavers, 
with headquarters at Madison, Wis., re- 
cently observed his 74th birthday. Mr. 
Larson, despite his age, is one of the 
most enthusiastic golfers in Madison 
and was president of the former Mo- 
nona Golf Club. 


The Filson Club of Louisville has or- 
ganized a committee to prepare an auth- 
orized edition of selections from Young 
E. Allison’s works. Mr. Allison founded 
the old “Insurance Herald” in 1887 and 
the “Insurance Field” in 1899. He was 
editor of the “Insurance Field” at the 
time of his death in 1932. 

A complete collection of Mr. Allison’s 
writings in newspapers and magazine 
form is in the possession of the club. 
The edition is to contain both published 
and unpublished material written by Mr. 
Allison. Much of the work is of his- 
torical nature. 

Henry W. Price, well known Chicago 
insurance attorney, died last week at his 
home in Evanston, IIl., suddenly at the 
age of 69. He was formerly general 
counsel of the Illinois Life and later en- 
tered the general practice of law, special- 





a, 


izing in insurance. In later years 
served as counsel for the Northwester, 
National Life of Minneapolis at Chicago 
He was a former president of the (hj. 
cago & North Shore Music Festival As. 
sociation and a former president of the 
Evanston University Club. 


The entire family of Arthur W. Ste. 
bins, senior partner of the Stebbins 
Leterman & Gates agency, was wipe 
out last week when the car in which 
they were riding collided with a truck 
between Bakersfield and Beverly Hills 
Cal. Mrs. Stebbins, who is a niece of 
Joseph Schenck and Nicholas Schenck, 
well known motion picture executives, 
died in the crash and the two Stebbins 
children, Gerald, 14, and Lila Lee Ste}. 
bins, 11, died soon afterward in a hos 
pital. Because of his father’s firm be. 
lief in life insurance, Gerald Stebbins 
despite his youth, carried a line of $100, 
000. How much of this carried double 
indemnity has not been learned. The 
claim will probably be the largest ever 
paid on one so young. The firm of 
Stebbins, Leterman & Gates has writter 
life insurance on many well known a. 
tors and film and theatrical executives, 
A New York firm, it does much bus- 
ness on the Pacific Coast. Mr. Stebbins 
had been in California since March op- 
erating the Pacific Coast office. 


Guernsey cattle owned by J. Elliott 
Hall, for many years general agent of 
the Penn Mutual Life in New York 
City, carried off most of the honors in 
this class at the Ohio State Fair at Co 
lumbus last week. Mr. Hall is raising 
Guernseys as a hobby and this is his 
first show season. He exhibited at the 
Illinois State Fair earlier this yeaj 
where he won a number of prizes. 


In recognition of his completion of i 
years of service as a field represents 
tive of the New York Life, J. C. Hal 
of Antigo, Wis., was tendered a bat- 
quet by the company with E. N. Clough, 
agency director at Green Bay, Wis., act 
ing as toastmaster. Fifty-five attended. 
Among the speakers were R. E. Peters 
inspector of agencies at Minneapolis; 
J. J. Corniveaux, agency director at St 
Paul; George Sutherland, a senior agett 
at Fairmont, Minn.; Ed Rounds, Ea 
Claire, and Charles Kane, both veterat 
Wisconsin representatives; U. D. Ward, 
agency director at Milwaukee, and Dar 
win Fuller, agency director at Ea 
Claire, Wis. 


F. J. Little, Massachusetts Mutu 
Life, president of the Detroit Qualified 
Life Underwriters, and a partner wot 
the Detroit Athletic Club contract 
bridge tournament with more than 10) 
contestants. 


J. C. Bristow, Richmond, Va., genet 
agent of the Home Life of New York, 
is a grandfather as a result of a sd 
being born to his daughter, Mrs. Josep 
C. Robert. 


G. W. Noble, general agent of ti 
New England Mutual in Omaha for # 
years, is critically ill at the home 04 
daughter at Berkeley, Cal., where 
has been a summer visitor. His S04 
David Noble, who is president of th 
Omaha Association of Life Underwrt 
ers, went west to be with him and W 
remain until his father regains streng! 
to stand the journey home. 


J. M. Darby, who has just retired # 
general agent of the Massachusetts Mt 
tual Life in Philadelphia, was feted bi 
his associates there. Mr. Darby, wi? 
had headed the agency since 1918, 4 
forced to give up his post by ordefs ° 
his physician. He will continue W! 
thé company, however, writing persot 
business. J. C. Behan, vice-president 
the Massachusetts Mutual; J. F. Davits 
general agent at Baltimore, and 
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Abbott, Pittsburgh general agent, were 
out-of-town guests. is ie 

Mr. Darby has been in life insurance 
work more than 30 years, starting as 
a field supervisor with the Columbian 
National, first in the home office and 





later in Philadelphia. He later joined 
the Fidelity Mutual Life as supervisor, 
resigning in 1915 to become Philadel- 
phia general agent of the Phoenix Mu- 
tual. Three years later he became Mas- 
sachusetts Mutual general agent. 
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ag LIFE AGENCY CHANGES 








Hames Now General Agent 


Prominent Supervisor and | Personal 
Producer Gets Home Life of 
New York in Rochester 





Weldon T. Hames has been appointed 
general agent of the Home Life of New 
York in Rochester, N. Y. Mr. Hames 





WELDON T. HAMES 


has been in life insurance for a number 
of years in both direct sales and super- 
' visory activities. He is a graduate of the 
University of Michigan and took up life 
of i) | imsurance immediately upon completion 
ents: Of his college work nine years ago, start- 
Hal MH ing with the Aetna Life at Rochester. 





ban Me . He was one of the leading producers 
ough, fe ‘rom the outset and maintained a high 
act Standard of personal business. About 
nded, | two years ago he was appointed agency 
eters, |e Supervisor for the Massachusetts Mutual 
polis; fe in Rochester territory, having charge of 
it St production in 11 counties. 

ager He leaves that to go with the Home 
Ea fm Life. Mr. Hames has been active in 


teran J the Rochester Life Underwriters Asso- 
Nard, ciation. 
Dar eed Se 


Fidelity Union Appointments 
The Fidelity Union Life of Dallas has 
\utual $ appointed Starkey Duncan, who was 
iifed J with the home office of the San Jacinto 
wot J Life of Beaumont until it was merged 
atract with the Great Southern Life and since 
n 100 that time in agency work for the Great 
Southern Life, as San Antonio branch 
| Manager for the Fidelity Union; J. P. 
nerd! J Goodwin, formerly with the home office 
York gency in Dallas, as Houston branch 
, sol Manager, with offices at 630 First Na- 
osept J tonal Bank building, and G. T. Reavis, 
district agent at Austin, Tex., with of- 
fices at 513 Scarborough building. 





of 3 H. C. Freeman 

re hte The All-States Life of Montgomery, 
sot, fie Ala. has opened offices on the fourth 
f the I floor of the Standard building, Colum- 
rwrit bus, O. H C. Freeman is district man- 
| wil Re ager. 

ength 





Hugh McGehee 


The appointment of Hugh McGehee 
tt manager in Springfield, Ill., for the 
“nion Central Life is announced. He is 
_ Native of Washington, Ind., where he 
pe cated in the public schools, later 

: ding the University of Cincinnati. 
oy in 1916, upon leaving the Uni- 
eine of Cincinnati, that Mr. McGehee 

the Union Central as cashier of 

















the Cincinnati agency. He remained in 
that position for the next five years, 
with the exception of 18 months during 
which he served in the army. 

In 1922, Mr. McGehee joined the home 
office staff of the Missouri State Life as 
traveling auditor. In 1928, he was trans- 
ferred to the agency department. 





Walter Gallagher 


The Manufacturers Life of Toronto 
is opening a Philadelphia branch in the 
Walnut street building with Walter Gal- 
lagher as manager. He became an 
agent of the Denio agency of the Mu- 
tual Life in 1927 and a year later was 
appointed assistant agency manager in 
Philadelphia. In 1929 he went to the 
Sun Life of Canada in his city and has 
been a_ successful producer in the 
agency ever since. 





T. E. Rogers 


T. E. Rogers of Flint, Mich., has 
been appointed general agent of the 
Connecticut Mutual Life for a consider- 
able territory in eastern Michigan. He 
formerly was state manager of the 
Peoria Life. He has opened offices at 
211 Paterson building. 





J. B. Hayton 


J. B. Hayton has been appointed gen- 
eral agent of the Occidental Life of 
Los Angeles at Tacoma, Wash. He has 
been field representative of the Sun 
Life in that district for the past four 
years, prior to which he was with the 
Aetna Life for eight years. 





Robert Ginsburg 


The Guaranty Life of Iowa has opened 
a new agency at St. Louis with Robert 
Ginsburg as general agent. The office 
is located in room 1112 Lancheth build- 
ing. Mr. Ginsburg started in the life 
insurance business in 1926 with the Met- 
ropolitan Life and was associated with 
that company for five years. He is a 
large personal producer. 





Wilson Succeeds Howe 


Jack Wilson, who has been assistant 
manager of the Kansas City, Mo., office 
of the Connecticut General Life for 
three years, has been appointed super- 
visor of agents H. A. Hedges agency 
of the Equitable Life of Iowa. He suc- 
ceeds L. L. Howe, now general 
agent of the Home Life of New York 
in Minneapolis. 





Life Agency Notes 

The Nath Insurance Agency, 205 Laub 
Block, Denison, Ia., has been appointed 
general agent in Crawford county by 
the Ohio National Life. 

M. H. Boise, formerly superintendent 
of the Western & Southern Life at Chi- 
cago-West, has been promoted to mana- 
ger at Chicago Lake View. He started 
with the company in December, 1925. 


Seattle C. L. U. Election 


The Seattle chapter of Chartered Life 
Underwriters has elected the following 
officers: President, F. L. Cassidy, as- 
sistant manager Prudential; vice-presi- 
dent, Howard Ries, Equitable Life; 
secretary-treasurer, R. G. Jones, New 
World Life; directors, G. K. Edwards, 
Northwestern Mutual Life, and Law- 
rence Bates, Mutual Benefit Life. 


NON-SUBSCRIBERS—Sign and mail 
the enclosed subscription card right 
now. 
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UR Juvenile contracts offer a very 

definite and binding agreement, un- 
der which a youngster’s future protection 
or college education may be definitely as- 
sured. 
Like the “Two Prospects,” the insurance 
may begin at birth, and the Scranton Life 
guarantees all future premiums without 
interruption, in the event of death or dis- 
ability of the payor. Our Juvenile con- 
tracts offer a wide variety of plans, 
adaptable to individual cases. 
We have some attractive territory for en- 
ergetic and intelligent agency men, which 
we will be glad to discuss. Write for de- 
tail information. 











THE SCRANTON LIFE 


SCRANTON, PENNSYLVANIA 


Walter P. Stevens, President 
Box 189 














MUTUAL TRUST 


LIFE INSURANCE_ S"=7]_ COMPANY 






= cuIcaco 
1LLINOIS 


“aS FAITH men FAITHFUL 


THE ONLY ILLINOIS MUTUAL FULL LEVEL 
PREMIUM RESERVES COMPANY AND ONE OF 
24 SUCH COMPANIES IN THE UNITED STATES. 


What desirable general agency openings in a purely 




















mutual full level premium reserves company are avail- 
able? Twenty years ago there were many and those 
who saw and acted, are the envied ones of today. 


Operates in the East as well as the West: 


Maine New Jersey Minnesota 

New Hampshire Ohio North Dakota 

Vermont Michigan South Dakota 

Massachusetts Wisconsin California 

Rhode Island Illinois Washington 

Connecticut lowa Oregon 
Nebraska 


MEN WHO BELIEVE THEY HAVE GENERAL AGENCY 
QUALIFICATIONS MAY OBTAIN FULL PARTICULARS 
BY ADDRESSING THE AGENCY DEPARTMENT. 
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The New 
Berkshire 


Salary Savings 


Plan 


The Berkshire offers its 
Associates a complete set 
of tools on the Salary Sav- 
ings Plan. 


Instructions to Associates: 


A complete portfolio of 
underwriting and sales 
suggestions. 


To the Employer: 


A complete prospectus 
giving a brief, clear expo- 
sition of the Salary Sav- 
ings idea and pointing out 
the advantages to em- 
ployer and employee. 


To the Employees: 


A booklet explaining to 
employees the benefits and 
privileges of the Salary 
Savings Plan, to them in- 


dividually and to their 


families. 
A real opportunity in an 


‘almost unlimited field for 


Berkshire Associates to 
pyramid their volume of 
business with a minimum 
of time and planning. 


“Ask Any Berkshire Agent’ 


BERKSHIRE 


LIFE INSURANCE CO. 


Incorporated 1851 


PITTSFIELD, MASS. 


FRED H. RHODES, President 





LIFE COMPANY 


CONVENTIONS 





Metropolitan Life Meetings 





Series of Regional Conferences Is 
Scheduled for Different Sec- 


tions of the Country 





NEW YORK, Sept. 6—The Metro- 
politan Life is holding a series of re- 
gional sales congresses this month for 
agents qualifying on the basis of their 
production for the first eight months of 
this year. The first opens today at 
Mackinac Island and continues through 
tomorrow and the next day. Others are 
at Virginia Beach, Sept. 12; Sea Island, 
Sept. 21; New York City (for northern 
New England and Keystone territories), 
Sept. 14-15; Atlantic City (New York 
metropolitan territory) Sept. 20-21; Hot 
Springs, Ark., Sept. 20-21; Louisville, 
Sept. 21-22; Washington, D. C., (New 
Jersey territory), Sept. 21-23; Atlantic 
City, (Atlantic Coast territory excluding 
New Jersey), Sept. 28-30; Chicago (for 
northwest territory), Sept. 21. Similar 
meetings have been arranged by the Ca- 
nadian and Pacific Coast head offices in 
their respective jurisdictions. 

Speakers will be principally leading 
producers in the respective territories 
holding the meetings. 


Oregon Mutual Agents Gather 





President Adams Reports August Best 
Month in History—Wide Spread 
of Subjects Discussed 





Over 60 leading agents and officers of 
the Oregon Mutual Life attended the 
—— annual convention in Portland, 

re. 

President C. F. Adams stressed the 
numerous outstanding records of the 
company’s producers and particularly 
in August which was the greatest single 
month in volume of business in the 
company’s history. 

G. L. Baker, former mayor of Port- 
land, talked on “Oregon Mutual Life’s 
Contribution to the West.” Dr. E. A. 
Fridell, Seattle, and E. W. Smith of the 
eastern Oregon division of Oregon Mu- 
tual, spoke. 

W. C. Schuppel, vice-president, out- 
lined “What’s Ahead” in a most opti- 
mistic vein. “Crystallizing the Need for 
Life Insurance” was discussed by G. W. 
Schoeffel and “A Presentation of the 
Reconstruction Plan” by E. W. Smith. 

“The Price of Leadership” was told 
by C. C. Colt, Portland, senior vice- 
president of the First National bank. 

“Presentation of a Miracle Plan” by 
C. L. Hurlburt, Tacoma; “The Recon- 
struction Plan of Guaranteed Salary 
Continuance,” H. S. Howard, Myrtle 
Point, Ore.; “Planning My Work— 
Working My Plan” by F. W. Tregaskis, 
Raymond, Wash; “The Comeback,” a 
comedy skit, were other features. 

What to say to the man who has. 
money but still refuses to buy life in- 
surance was the topic of a discussion led 
by J. J. Patterson, Oregon Mutual’s 
general agent, Seattle. Others who took 
an active part and whose views were 
most interesting were H. C. Schuppel, 
Boise; P. W. Walbridge, Salem; W. D. 
Lipe, San Francisco and N. S. Vial, Los 
Angeles. 


Toured in Canadian Waters 


Philadelphia Life Agents Taken on the 
St. Lawrence Where They 
Visited Historic Spots 








The Philadelphia Life had its annual 
convention trip this year in Canada, 
starting at Montreal. Then a steamer 
was taken down the St. Lawrence river, 
stopping at Quebec. The convention- 
eers then went to Murray Bay and 
from there the steamer stopped at the 
ancient French village of Tadoussac. 
This is the oldest settlement in the Do- 
minion. It is at the junction of the St. 
Lawrence and Saguenay rivers. From 
there the Philadelphia Life people went 
to Bagotville on Ha Ha bay. The 
Saguenay river trip. was taken and there 
was another stop at Murray Bay. The 
conventioneers then returned to Mon- 
treal and last Saturday was spent at 
Bluff Point on Lake Champlain. 





Central of Iowa Madison Meet 


More than 100 Wisconsin and north- 
ern Illinois agents of the Central Life 
of Iowa attended a conference in Madi- 
son, Wis., Aug. 31. A. C. Larson, Wis- 
consin state manager, presided. Home 
office officials on the program included 
Dr. M. I. Olsen, vice-president and 
chief medical examiner, who spoke on 
“Present Trends in Selection’; W. F. 
Poorman, vice-president and chief actu- 
ary, “Your Company’s Program for the 
First Half of 1934”; J. H. Leaver, vice- 
president and superintendent of agen- 
cies, “The Present Trend of Life In- 
surance Selling; Company Convention 
Plans for 1935 and Home Office Awards 
for District Leaders,” and G. T. Carlin, 
educational director, “Project and Pack- 
age Selling.” R. E. Larson, Madison, 
assistant state manager, spoke on “Who 
Are Buying Life Insurance This Year 
and How I Locate These Prospects.” 





Cruise for Liberty National 


Headed by F. P. Samford, president 
of the Liberty National Life, 17 mem- 
bers of its Torch Club took a two 
weeks’ Caribbean cruise. 





AGENCY NEWS 
Albachten Honored by Agents 


Pacific Mutual General Agent at Detroit 
Ends First Year With Big 


Business Gain 

















The agency and office force of the 
E. W. Albachten general agency of the 
Pacific Mutual Life in Detroit celebrated 
the first anniversary of Mr. Albachten’s 
connection with the agency with a sur- 
prise birthday party. A huge birthday 
cake with one candle burning on it was 
the piece de resistance of the party. The 
agency closed the year ending Sept. 1 
with a total of $2,750,000 of paid busi- 
ness from 17 full time men and a few 
part timers as compared with $1,454,700 
for the previous 12 months, almost dou- 
ble the paid-for volume and more than 





“Trust Options as Aids in Making 
Sales” were outlined by H. M. Schup- 
pel, Boise; “One. Year’s Experience 
Asking Them to Buy” was discussed by 
B. T. Henry, Colfax, Wash. 

“Stepping Stones to Sales Success,” re- 
plete with inspirational ideas, was given 
by E. C. Sammons, Portland, vice-presi- 
dent of Iron Fireman Manufacturing 
Company. An excursion on the Willa- 
mette and Columbia rivers; a trip over 
the famous Columbia River highway 
ending with a golf tournament were the 
high lights of the entertainment portion 














of the two-day program. 





double the premium volume. August 
was the best month since Mr. Albachten 
took over the agency, a total of $321,000 
being paid for during this period. 


H. J. Johnson Agents Hold 
Outing; Officials Present 


Agents of the H. J. Johnson general 
agency of the Penn Mutual in Pittsburgh 
held their annual outing at Conneaut 
Lake, Pa., Mr. Johnson being host. The 
company’s agency department was rep- 
resented by Superintendent of Agencies 


Wallis Boileau, Jr., and Stewart Ange, 
son, editor of publications. ; 

The program, devised by Associat, 
General Agent E. G. Johnson, was al. 
most exclusively devoted to income in. 
surance of various types. The types of 
contracts were described and illustrate, 
by cases, various options in the policies 
explained, contracts containing speci) 
income plans, especially the endowmey 
at 65, which is popular, were analyzed 

R. P. Banks, Penn Mutual gener 
agent, Cleveland, guest speaker, gave a, 
outline of new income material to be 
presented at the company’s convention; 
at Swampscott, Mass., Sept. 13-19, 

The agency is having a Prosperoys 
year, with sustained monthly gain oye 
1933. Income insurance is being pushe 
three out of four of the policies sold he. 
ing of that type. 





Pierce Agency in Move 


The F. G. Pierce agency of Philadg. 
phia, recently appointed general agent 
of the life and accident departments of 
the Travelers, is moving into new large 
quarters at 225-227 South Fourth street, 
Mr. Pierce for many years has conducted 
a successful agency in Philadelphia. He 
has been active in the Philadelphia and 
National associations of life underwriters 
having served the former organization a; 
president and the latter as an office 
and committeeman. He built an orgari- 
zation of full- time men. 








Free Dailies 
For Subserihbers 


@ Life Insurance men are looking 
forward to the annual convention 
of The National Association of Life 
Underwriters in Milwaukee Sept. 
24-28. The National Underwriter 
will again issue three special daily 
papers covering the proceedings in 
detail. Not only do readers get full 
reports of the formal talks and dis 
cussions at the regular session but 
exclusive stenotype reports of the 
million dollar round table sessions 
are made by the National Under 
writer so that you get every one of 
the pertinent ideas expressed a 
this important conference on suc 
cessful sales ideas and methods. 


@ Regular subscribers of The Na 
tional Underwriter get free copies 
of these dailies. If you are not 4 
subscriber the enclosed subscription 
card should be signed and mailed 
right now so that you can get the 
free copies of the dailies. 


@ If you are a subscriber to The 
National Underwriter hand the et 
closed card to an agent in your 
office so that he can subscribe and 
get the dailies. Every general agent 
should see that at least one agent 
in his office uses the enclosed sub- 
scription order card. 


@ The National Life Convention 
dailies contain valuable sales m* 
terial that every agent should ust. 
Be sure and read them. 


Ne nat 
——— 
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NEWS OF LIFE 


ASSOCIA TIONS 





— 


Machum Is Elected in Detroit 





Manufacturers Life Manager Named 
Vice-President to Succeed R. T. 
Smith—Olmsted a Director 





DETROIT, Sept. 6—-Donald Machum, 
Detroit manager of the Manufacturers 
Life of Canada, was elected vice-presi- 
dent of the Qualified Life Underwriters, 
ata meeting of the directors and R. W. 
Olmsted, newly appointed agency man- 
ager of the Johnson & Clark general 
agency of the Mutual Benefit, was elect- 
ed to the board. The changes were made 
to fill vacancies left by the resignation 
of Richard T. Smith, manager of the 
Travelers, caused by the press of agency 
work, 

. L. Woodward, general agent 
Northwestern Mutual, was appointed 
chairman and H. C. White, general 
agent Connecticut Mutual, vice-chair- 
man of a special program committee 
that will stage a series of weekly educa- 
Ce meetings for the association this 
fall. ea 
Missouri Association Takes 


Action to Curb Rebating 





Ways and means of eliminatins rebat- 
ing, which is making rapid headway in 
some sections in Missouri, were consid- 
ered at a conference in Jefferson City, 
Mo. by a group of the Missouri Asso- 
ciation of Life Underwriters, headed by 
President V. W. Wiedemann. George 
Robertson, deputy insurance’ commis- 
sioner, attended the- conference and 
pledged aid in the work. The insurance 
department will write all general agents 
and managers calling attention to the re- 
bate laws and the penalty for their viola- 


tion. Mr. Robertson says the insurance 
department is ready to take definite ac- 
tion against any one who is guilty and 
is willing to cooperate in bringing the 
offenders to task. Complaints must be 
presented and complainants should be 
absolutely sure of their ground before 
making specific charges. 
* * x 
Denver—Dr. S. S. Huebner will ad- 
dress the Colorado association at a spe- 
cial breakfast meeting Sept. 8. The 
fall roundup, a sort of second sales con- 
gress, scheduled for early in October, 
probably will not be held. The associa- 
tion is holding a series of breakfast 
meetings instead with national speakers 
featured. 
* * * 


San Franciseo—To stimulate a “fra- 
ternal, helpful, cooperative spirit among 
the local members of the profession,” a 
monthly bulletin is being published with 
Edward Worth of the Connecticut Gen- 
eral as editor. 

* * * 


Los Angeles—The Los Angeles asso- 
ciation will resume its regular meetings 
Sept. 18. The program is being pre- 
pared by J. H. Cowles, Provident Mu- 
tual, and H. G. Saul, John Hancock 
Mutual. 

xk K * 

Cleveland—F. Jean Little of the Mas- 
sachusetts Mutual, Detroit, president of 
the Detroit association, will speak Sept. 
14. At that time the Cleveland asso- 
ciation will take up plans for the sales 
congress in October. 

*x* * * 

Missouri — V. Webner Wiedemann, 
president of the Missouri association, 
has appointed Miss Nell L. Dorroh, Aetna 
Life agent at Caruthersville, Mo., chair- 
man of the state women’s underwriters 
committee. 

* * * 

Indiana State—A general warning has 
been issued to policyholders and agencies 
throughout the state, of the operation 
of “racketeers” preying on beneficiaries 





of deceased policyholders. 








NEWS OF THE FRATERNALS 





Oklahoma Tax Suits Are 
Taken to Supreme Court 





Litigation brought by the state of Okla- 
homa to collect a large amount in al- 
leged delinquent fees and taxes from fra- 
ternals has reached the Oklahoma su- 
preme court on the appeal filed Aug. 30 
by the Sovereign Camp of the Woodmen 
of the World and Sovereign Forest of the 
Woodmen Circle from a district court 
order overruling their motion to quash 
summons on Insurance Commissioner 
Read. Since the suits were instituted at 
instance of Governor Murray, a majority 
of the fraternals have sought transfer to 
the United States district court. 





Large Wisconsin Production 


More than 4,000 new adult, 7,000 juve- 

nile members and $6,000,000 insurance 
Were secured by the Catholic Order of 
‘oresters in Wisconsin during the tes- 
tmonial campaign in honor of the 40th 
anniversary of Thomas H. Cannon as 
high chief ranger of the order. 





Royal Neighbors in Increase 


_ New business of the Royal Neighbors 
Mereased $6,964,020 or 119 percent in 
the first six months over the correspond- 
ng period in 1933. A total of $12,807,- 
ph written compared with $5,843,775 





Business Rises 76 Percent 


‘ The first six months of the year $42,- 
309,000 insurance was written by the 
Voodmen of the World, compared with 
$23,984,000 the first half of 1933, an in- 





crease of 76 percent, President DeE. 
Bradshaw announced. During the year 
ended July 1, a net gain of 19,000 mem- 
bers was registered. Mr. Bradshaw 
said the large increase in business was 
due to financial strength of the Wood- 
men of the World and its ability and 
willingness to be of service. 





Fraternal News Notes 


The Czechoslovak Society of America, 
Cicero, Ill., has been admitted to Ne- 
braska. . 


The Unity Life & Accident of Syracuse, 
Gas” a fraternal, has been licensed in 
io. 


Aetna Life Meeting 


Aetna Life agents from the midwest, 
300 strong, were guests of the company 
at the regional meeting at the Lawsonia 
Country Club hotel at Green Lake, Wis., 
this week. Approximately 25 general 
agents attended the meeting. A similar 
meeting for the eastern division was held 
at Montauk Point, N. Y., and one for 
the western division will be held at 
Coronado Beach, San Diego, Cal. Presi- 
dent Morgan B. Brainard, Vice-president 
S. T. Whatley, Vice-president S. 
Westbrook and Vice-President and 
Comptroller Rodney W. Myers were 
among the home office officials in at- 
tendance. 


Improvement in Oklahoma City 


The first seven months of this year 
lapses of life insurance policies in Okla- 
homa City show a decrease of 33% 
percent from the same period last year. 
A definite decrease in number of loans 
on policies and an increase of 15 per- 
cent of new business is also shown. 








Progress and Gains all through 
Depression, but 1934 is destined 


to be our Largest Year 


Country Life is on risks totalling more than $62,000,000. It is 
less than 6 years old. The business has all been written in Illinois 
by our own agents. 


Here are Sample Participating Rates:— 


ORDINARY LIFE TERM TO — 65 
Age Annual Prem. Age Annual Prem. 
Age 0 $10.49 Age 20 $10.30 
Age 10 11.42 Age 25 11.09 
Age 20 13.83 Age 30 12.09 
Age 30 17.75 Age 35 13.39 
Age 40 2446 Age 40 15.09 
Age 45 29.81 Age 45 17.60 
Age 50 37.54 Age 50 21.10 


On an Ordinary Life Policy at age 35 having Paid its second 
premium we are this year paying a dividend of $2.60. 


On a Term to 65 Policy at age 35 having Paid its second pre- 
mium we are this year paying a dividend of $1.20. 


OUR AGENTS ARE HAPPY AND SUCCESSFUL 


COUNTRY LIFE 


INSURANCE CoO. 
608 South Dearborn Street 
CHICAGO, ILL. 


L. A. WILLIAMS 


General Manager 
































It’s New! 
It’s Modern! 
It’s Systematic! 
It’s a Real New Deal! 


PLAN that permits a Policyholder to build 
up a savings fund, with a guaranteed in- 
terest rate of 314% —permits withdrawal of that 
fund at any time—and, in the ,event of death 
before the completion of the savings program, 


Returns that fund to the beneficiary in addi- 
tion to the face amount of the policy. 


Ask for particulars of this new 
MODERNIZED SYSTEMATIC SAVINGS POLICY 
of the 


BANKERS NATIONAL 
LIFE INSURANCE COMPANY 


HOME OFFICE 


JERSEY CITY, NEW JERSEY 


Ralph R. Lounsbury Wm. J. Sieger 
President Agency Vice-President 
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NEWS OF THE COMPANIES 





American Medical Life Sold 





Spokane Company’s Entire Stock Taken 
Oved by Company Owning 
Occidental Life 





The American Medical Life of Spo- 
kane was sOld to the Transamerica 
Corporation, a Bank of America group 
which owns the Occidental Life of Los 
Angeles and Pacific National Fire of 
San Francisco. Stockholders of Amer- 
ican Medical Life Associates, the hold- 
ing company, at a special meeting voted 
almost unanimously to exchange 20,000 
shares of American Medical Life stock, 
comprising all its common stock, for 
42,533 shares of Transamerica Corpora- 
tion. 

The deal represents the first entry 
into eastern Washington of the Gian- 
nini interests of San Francisco. It is 
said.sale of the American Medical Life 
is expected to put the company in po- 
sition to pay a dividend to stockholders 
at the end of the year. Commissioner 
Sullivan of Washington stated the de 
partment has not formally approved 
the deal, but this is expected to be done 
soon, as he said he considered it of de- 
cided benefit to policyholders and 
stockholders. 

It is believed that for the time being 
the Transamerica Corporation will op- 
erate the American Medical Life inde- 
pendently but that some time before 
Jan. 1 the business will be merged with 
the Occidental Life. 

Vice-president V. H. Jenkins and 
Division Manager N. J. Nelson of the 
Occidental have been in Spokane in 
connection with the deal. 

The Transamerica stock is listed on 
the New York, San Francisco and Los 
Angeles stock exchanges, quoted around 
$6. In 1931 it sold at $25.75. Trans- 
america has shown _ substantial in- 
creases, consolidated net profits of it 
and all its subsidiaries last year being 
$11,339,638, compared with $7,967,255 
the preceding year. 

Practically the entire personnel of the 
American Medical Life will be retained, 
it is said. The American Medical Life 
was organized in Spokane in 1929 and 
has agencies in Washington, California, 
Idaho, Montana, Kentucky and Indiana. 
Its admitted assets for last year were 


$627,472, gross income $332,153, re- 
serves and surplus to policyholders 
$594,591. Insurance in force last year 


was $9,112,000, a gain over 1932 of 15 
percent, 

Philip Harding is president and gen 
eral manager, George Harding, vice- 
president and chairman finance com- 
mittee; Dr. C. R. Mowery, chairman of 
the board, H. E. Fraser, secretary, and 
Dr. S. E. Lambert, medical director. 





Dr. J. E. Bee With K. C. Life 


The Kansas City Life has appointed 
Dr. J. E. Bee associate medical director. 
Dr. Bee, a native of Memphis, Tenn., 
graduated from the University of Ten- 
nessee in medicine. For the past five 
years he has been assistant medical di- 
rector of the Missouri State Life, St. 
Louis; and for the past six months, since 
the company was reorganized, he has 
been acting medical director of the Gen- 
eral American Life. Dr. Bee will assist 
Dr. H. A. Baker, who has been medical 
director of the Kansas City Life since 
1918. Dr. Bee succeeds Dr. H. P. Ball, 
who has retired because of ill health. 





Childers Named Agency Director 


W. H. Childers, who has been San 
Antonio, Texas, manager for the Great 
Southern Life for five years, has been 
appointed home office agency director. 

While in San Antonio, Mr. Childers 
built the agency up to a production of 
$2,000,000. He has served as president 
of the Southwest Texas Life Under- 
writers Association and as vice-presi- 
dent of the Life Managers & General 
Agents Club. 


Holding Behrens Month 


A “New Deal” drive for new life busi- 
ness in September in honor of President 
H. A. Behrens is being conducted by 
agents of the Continental Assurance. It 
is the aim to make September the largest 
month in the company’s history. Loving 
cups will be awarded to the three lead- 
ers in volume and number of applica- 
tions, the cups to be suitably engraved 
and to be permanently retained. 


Battle for Eight Million 


DES MOINES, Sept. 6.—Bankers Life 
of Des Moines has entered upon “Salute 
the President” campaign for September, 
taking the place of the usual “President’s 
Month,” campaign. The sales force has 
been grouped under “naval” divisions 
with “Admirals” W. W. Jaeger, O. B. 
Jackman and W. F. Winterble in charge 
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FALL OPENINGS FOR 


STERN AGENCIES 


Make the most of the big Fall selling months ahead, with a general 
agency for this strong, 28-year-old company. Productive IOWA— 
MINNESOTA—NEBRASKA territories now available. 
tive, income-building contract is waiting for men who can qualify. ' 


An attrac- 


If you want to build for yourself, write us now. 


pate iaW on \bia psy boing Sisto rwlb is: pie-5 exe. ooh $4,000,000.00 
3,600,000.00 


moe“ Godar Rapids Wife 


INSURANCE COMPANY 


CEDAR RAPIDS, IOWA 


Colonel C. B. Robbins, President ~ . 
C. B. Svoboda, Secy.—Jay G. Sigmund, Vice-Pres. & Agency Director 











Over Forty Years 


1333 Majestic Bidg. 





T. F. NORRIS CO. 
REALTORS 


Specializing in Property Management 
DETROIT 


of Faithful Service 


Cadillac 4925 


of the campaign, with a total of $8,000,- 
000 self-assigned quotas. 


Ohio State Campaign Starts 


The field force of the Ohio State Life 
got under way this week with its Presi- 
aent’s Rally in honor of President U. S 
Brandt. The goal for the campaign, 
which will close Oct. 31, is $4,000,000. 
The President’s Trophy, awarded in this 
campaign, was won by the Law Brothers 
Chicago agency two years ago and by 
the St. Louis agency, E. L. Knetzger 
manager, a year ago. 








Two Texas Companies Combine 


The Dorsey Mutual Life has combined 
with the Pioneer Mutual Life of Haskell, 
Tex. The company offers a complete 
line of policies. John D. Todd will re- 
main as vice-president of the combined 
organization in which Troy V. Past is 
president and Ray A. Sanders is secre- 
tary-treasurer. 
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SOME AUGUST RECORDS 


The Luther-Keffer Agency of the 
Aetna Life in New York City paid for 
$1,447,406 in August. The total busi- 
ness for the year to date is $14,317,190. 

Paid-for business of the Julian S. My- 
rick agency of the Mutual Life of New 
York in New York City for August was 
$2,431,174 as compared with $1,482,701 
for 1933. For the year paid-for business 
amounted to $17,388,155 as compared 
with $14,382,624. 

The impressive total of $1,259,322 in 
paid for business was run up by the 
J. A. Tyson agency of the Guardian Life 
of New York in New York City during 
August, while the submitted figure ran 
to $2,000,600. The agency is only one 
year and eight months old, and last 
month was its biggest total in paid-for 
in submitted business, and in volume of 
business from full-time agents. The rec- 
ord was made in the absence of Mr. Ty- 
son, who was on vacation. W. F. Steck, 
production manager, was in charge of 
the agency, assisted by Supervisors Ar- 
thur Sullivan, F. J. Mulligan, Frank 
Townsend, and J. T. Trefrey. The Ty- 
son agency in the first eight months of 
this year paid for more than twice its 
entire 1933 volume. : 

The Fraser agency of the Connecti- 
cut Mutual Life in New York City paid 
for $1,012,625 in August as against 
$820,003 for August, 1933. The agency 
also showed an increase for the year to 
date, with $8,517,395 as against $7,027,- 
807. 

oe oe 
NEW YORK CITY TAX BOOST 


The board of aldermen in New York 
City have deferred action until Sept. 14 
on Mayor La Guardia’s proposed emer- 
gency relief tax of one half of one per- 
cent on all business, including life com- 
panies’ premiums, transacted in the city. 
It also voted to raise the exemption in 
the proposed bill from $5,000 to $15,000. 
One of the alternative proposals is to 
substitute a tax equal to one-tenth of 
the federal income tax paid. It has 
strong backing, particularly among 
Brooklyn Democrats. Bitter opposition 
to the mayor’s plan developed in the 
board of aldermen and it was soon ap- 
parent that thee necessary two-thirds 
vote could not be obtained for the 
measure, 


Cedar Rapids Agency Leader 

The Cedar Rapids, Ia., agency of the 
National Life of Vermont ranked sev- 
enth in the nation for production during 
the club year ended July 1. C. V. Shep- 
herd is general agent there. 


Former General Agent Sues 
J. H. Smith of Nashville has sued the 
Massachusetts Mutual Life for $500,000, 
alleging that two years ago it cancelled 
his contract as general agent for middle 











Tennessee in force since 1895. 
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NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, S 
|| Values and all Changes in Policy Literature, Rate| 
Books, etc. lementing the “Unique Manul.| 
Digest,” publis! annually in May at $5.00 and th! 
“Little Gem” published annually in March at #200 
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State Life of Indiana Has 
New Line of Juvenile Form; 





The State Life of Indianapolis Sept, 
1 brought out a line of juvenile policies 
these being issued from one day up to 
insurable age nine on 20-pay and 
year endowment plan, with cash loan, 
paid up and extended term insurance 
values. Waiver of premium clause may 
be carried on the applicant, who is an 
adult applying for the insurance and 
who pays the premium. 

Provisions of Contract 


Full face amount is payable under 
policies issued at insurance age or over, 
but for ages less than five there are 
graded benefits. Maximum which the 
company will consider on a child less 
than one year is $2,000; from ages one 
to nine years, maximum $5,000, save in 
Colorado and Nebraska where there are 
special rules. 

The State Life will issue these con- 
tracts only on lives of children whose 
parents have substantial incomes, such 
as merchants, professional men, high 
grade craftsmen, etc. Rates for the two 
forms without waiver of premium on 
applicant’s life are: 


20 20 Yr. 20 = 20 Yr. 

Age Pay End. Age Pa End. 
0....$22.386 $45.75 5....$21.20 $44.76 
. 22.30 46.07 es 21.1 44.50 

2 . 22.05 45.89 Das 21.19 44.36 
3 - Blt 45.55 Re 21.33 = 44.30 
4 . 21.47 45.15 Riis 21.56 = 44.81 





Old Line Life 
The Old Line Life of Milwaukee finds 
that its salary extension plan is proving 
successful, as about 19 percent of its 
business during the summer was written 
on this plan. 





Agent Makes Sales Record 


That surprising sales opportunities 
exist in a single family are shown by 
the results obtained by Herbert A. Rice, 
an agent in the Harry C. Barlow agenty 
of the Connecticut General Life a 
Springfield, Mass. Mr. Rice started 
one family by selling a son a $1,000 10- 
year contract. Since then he has placed 
an annuity on the father and a Sov, 
three $2,000 20-pay contracts on sofs 
and a son-in-law, two $2,500 20-pay con 
tracts on another son-in-law, and @ 
$2,000 20- year endowment on a SoM. 
He is now writing insurance on the 
wives of the family. 


Requires Agents to Insure 


One of the larger life insurance com 
panies, writing industrial business, 
requiring all of its agents who operate 
automobiles to purchase automobile lia 
bility insurance. The order went oi! 
following the decision of a Missoutl 
court, holding this insurance company 
liable for damages as the result of at 
automobile accident in which one of its 
agents was found to be the party # 
fault. The court held that the age 
was driving the automobile in the cours 
of his employment at the time of th 
accident. 


August Sales Best in Year 


Northwestern National's August wd 
duction exceeded that of any previcls 
month of this year and established 4% 
all-time mark for August volume, wi 
1,686 applications for $6,300,927, beatms 
the best previous August mark—set : 
1929—by 18 percent. Gain over Aug 
1933, was 54 percent. 


White & Odell Agency, Minneapolis 
stood first for the month; Texas Sta 





Agency, Houston, second, and Ane 
ten-Strudell Agency, St. Louis, thir¢. 
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SALES IDEAS AND SUGGESTIONS 








Telephone Approach Guarantees 
Seven Real Interviews Daily for 
Leading New York Woman Agent 


NEW YORK, Sept. 6—Agents who 
earn for a simple, workable system 
which will keep them profitably on the 
job and curb their tendency to fritter 
away their time will do well to study 
the telephone approach methods of Miss 
Hermine R. Kuhn, agent of the Rosen- 
stein (New York City) agency of the 
Equitable Life of New York. 
Certainly no one familiar with her 
work can justly say he doesn’t know 
how or where to get business, until he 
has given her system a fair trial. And 
any agent who can’t do a satisfactory 
volume of business when he is auto- 
matically supplied with seven appoint- 
ments every day with persons who have 
assented to these appointments with the 
understanding that they are to discuss 
their life insurance situations, will prob- 
ably agree that there is somcthing vitally 
wrong with his sales talk. 


Secretary Arranges for 
Appointments by Telephone 


Essentially, Miss Kuhn’s system is to 
have her secretary telephone to names 
ona list until assents have been obtained 
for seven appointments for the follow- 
ing day. Appointments are always made 
for a definite hour and are arranged in 
the same general locality, so little time 
is lost in travel from one to another. 

There is no mysterious virtue about 
the list of names, Miss Kuhn emphasizes. 
It should preferably be made up of per- 
sons of a class to which the agent can 
sell to best, and presumably having in- 
comes to justify a fair amount of insur- 
ance. Nor is there anything which the 
secretary says or does- that could not 
be done by any other competent secre- 
tary. Miss Kuhn formerly employed a 
girl for this, but now has it done by a 
young man, as prospects sometimes con- 
fused Miss Kuhn and the person who 
had done the telephoning. For this rea- 
son she believes a man using the same 
system would do better to have his ap- 
pointments made by a woman secretary. 

When she first began the telephene 
approach method about four years ago, 
Miss Kuhn did the telephoning herself, 
and so had a good chance to work out 








the best wording. She got a better ra- 
tio of appointments to phone calls than 
the secretary does, but she finds it more 
profitable to save her time for inter- 
views rather than doing her own tele- 
phoning. 

The young man doing the phoning, 
in identifying himself to the person re- 
ceiving the call, gives either his own 
name or one of a nationality the same 
as the prospect’s, as far as he can tell. 
In making a cold-turkey telephone call, 
small advantages are important, Miss 
Kuhn has found. Racial and national 
antagonisms make a difference wken the 
percentages are added up. 


Method of Approach 
Recognizes Nationality 


“This is Mr. Blake,” (or whatever 
type of name seems appropriate), says 
Miss Kuhn’s secretary over the phone. 
“This is Mr. Blake of the Equitable Life 
calling. We want to send our represen- 
tative over to see you tomorrow at 10 
o’clock. Will you be in at that time?” 

“What is it about? To sell me life in- 
surance?” the prospect usually asks. 


ance, but to be of service to you in ref- 
erence to the life insurance you already 
have. Will you be in tomorrow at 10 
o’clock?”’ 

If the prospect says he is not inter- 
ested, the secretary continues, “Well, 
there have been so many changes 
in reference to life insurance, for in- 
stance, taxation, that it may be worth 
your while to give our representative a 
few moments of your time tomorrow at 
10 o'clock.” 


Definite Time Is 
Stressed Repeatedly 


If the prospect continues to balk, the 
conversation is ended then and there. 
Miss Kuhn wants no forced appoint- 
ments and if the phone call is prolonged 
beyond this point the appointment, even 
if gained’ will result in a needlessly diffi- 
cult interview. It will be noted the defi- 
nite time is stressed, an important factor. 

It takes the secretary about three hours, 
on the average, to make enough calls to 





OPPORTUNITY IN WEST VIRGINIA 


Can you build a General Agency? 


Wheeling, Charleston, or Huntington? 


Attractive Policies 
Children's Insurance 


Retirement Income 


Endowment 


@ PHILADELPHIA LIFE 
INSURANCE COMPANY 


Glad to 
furnish full 
Information. 


Do you live in 


Par and Non Par 


Low Cost Life Policies 


Special Adjustment 
Policies 


I} 1 N. Broad St. 
Philadelphia, Pa. 














obtain seven appointments for the fol- 
lowing day, and about one in each ten 
phone calls results in an appointment. 
Sometimes there is trouble getting the 
phone call past a prospect’s secretary. 
This usually indicates that the prospect 
delegates a good deal to his secretary. 

The matter is explained to the secre- 
tary, with the request that she arrange 
the appointment. The ratio of appoint- 
ments per phone call is not so high as 
where the prospect himself is reached, 
but the ratio of closed cases to appoint- 
ments made is considerably better than 
otherwise. 


Makes Complete Survey 
and Program for All 


Having got the appointment on a 
service basis, Miss Kuhn sticks to it, 
making as accurate and complete a sur- 
vey and program for the man who can- 
not buy as for the one who looks like a 
sure sale. 

On the first interview she sells the 
idea of an analysis, policy audit, and 
program, pointing out the benefits to be 
derived and the dangers to be avoided 
by having one’s life insurance arranged 
to fit particular needs. On the second 
call, when she comes back after the 
policies, she gets all the additional per- 
tinent information about the prospect 
and his situation. She will not attempt 
to make a survey or program if he re- 


F K _ fuses this, telling him that it is useless 
No, not to sell you any new insur- | 


to do so without complete information. 

On the third interview Miss Kuhn 
brings the complete program, with her 
recommendations for additional insur- 
ance where this is needed. Usually it 
is needed, but when it is not she doesn’t 
hesitate to tell the prospect. 

She usually closes a case on the third 
or fourth interview. If a case isn’t closed 
at that time it may be many months, 
for one reason or another, until it is 
finally closed. She has closed a case as 
— as a year and a half after the first 
call. 

Miss Kuhn has been -in life insurance 
not quite four years. She had never 
done any selling before that. Last year 
she paid for more than $250,000 but her 
premiums are high, so that she was ac- 
tually in the class of the average $400,- 
000 producer. Including her first year 
in the business, when she paid for $150,- 
000—an enviable first-year record—she 
has averaged $10,000 a year in paid 
premiums. 








Standardized Talk Aids 


in Explaining Failures 








Inasmuch as there has been much pub- 
licity over some life company failures, 
agents in sections where these companies 
are located and even elsewhere have had 
to overcome the fear on part of the 
public as to the standing of other com- 
panies. Even in some remote sections 
these collapses have caused solicitude in 
the minds of policyholders and they be- 
gan to question other companies. Some 
general agents have found it desirable to 
get up a standardized talk for their 
agents on the best way to overcome this 
fear. 

They lay stress on the fact that these 
failures were due to certain obvious 
causes that were known long before they 
failed. They point out the fact that 
these companies were exploited espe- 
cially along investment lines and then 
show that their own company is in no 
such position. The history of a com- 
pany, its standing, its official personnel, 
the character of its directors and a frank 
and clear analysis of its investment port- 
folio are given. It is necessary to build 
up a company so that it will inspire con- 
fidence. The standardized talk tells the 
reasons for the failures and shows that 
because these companies have broken 
there is no reason to put reliable com- 
panies in the same category. 


Hercules Joins the Convention 


The Hercules Life of Chicago, the 
Sears-Roebuck company that took the 
National Life, U. S. A., has joined the 
American Life Convention. Walter E. 
Webb, who is connected with the 
agency department of the Hercules Life, 
until recently has been a member of the 
executive committee of the convention. 


Reece Loses Again 

For the second time, J. I. Reece, for- 
mer Tennessee commissioner, has been 
denied motion for new trial after con- 
viction on a charge of abstracting $100,- 
000 of bonds from his department. Judge 
Gilbert at Nashville held no ground for 
new trial was advanced in the petition 
filed in his court. He denied the motion 
filed after conviction in January. Mr. 
Reece’s counsel will have 30 days to file 
a bill of exceptions. 
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SEKESE EES 


Southland keeps abreast 
ciel «== 


Southland executives regularly attend the following conventions: 
American Life Convention, Life Presidents’ Association, Life Adver- 
tising Association, Agency Officers’ Association, American Institute 
of Actuaries, and Insurance Advertising Conference. By keeping in- 
formed on all new developments, our agents are never handicapped 
by lack of Home Office progressiveness. 


If you are interested, write to Clarence E. Linz, 1st Vice-President, or 
to Col. Wm. E. Talbot, Vice-President and Agency Manager. 


Southland Life Insurance Company 
HARRY L. SEAY, President 
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Underwriter. 





Agency Director Wanted 


One of the younger but aggressive and growing Mid- 
dle Western stock companies in unusually sound finan- 
cial condition desires the services of a qualified and 
experienced man who can successfully assume the re- 
sponsibility of the Agency Department now under the 
supervision of the President of the company. A suc- 
cessful man now employed is preferred and a most 
unusual opportunity is available. 
held in strict confidence. Address ¥-93, The National 





All replies will be 














ACTUARIES || 





CALIFORNIA 


NEW YORK 








Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


437 So. Hill Street 
LOS ANGELES 


114 Sansome Street 
SAN FRANCISCO 





MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 








ILLINOIS 








CAMERON & CHAMBREAU 
Consulting Actuaries and Tax Consultants 
1808-1809 Harris Trust Building 
111 West Street 


Chicago, Illinois 
Organization Reconstruction ; 
Federal Tax Work Agency Planning 
Management Pension Plans 


Washington Office, Shoreham Bldg. 














DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 1213 
CHICAGO, ILLINOIS 














L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 























Established 1865 by David Parks Fackler | 
FACKLER and BREIBY 


Consulting Actuaries 


Edward B. Fackler: William Breiby 
8 WEST 4TH STREET NEW YORK 














ELDER A. PORTER 


F. A. S. BA: GA. 
Consulting Actuary 


102 Maiden Lane 
NEW YORK, N. Y. 














Woodward and Fondiller, Inc. 


Consulting Actuaries 


90 John Street, New York 
Telephone Beekman 3.6799 

















INDIANA 


Woodward, Ryan, Sharp, Davis & Hezlett 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 








) Consulting Actuaries 
Jonathan G. Sharp W. Harold Bittel 
Evelyn M. Davis Robert S. Hull 
Edward H. Hestett John Y. Ruddock 

Partners Associates 


Ninety John St, New York, N. Y. 





























HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 





CARL J. WEST 
Consulting Actuary 
Automobile Casualty 
8 East Broad Street 
me Columbus, Ohio 


























MISSOURI 





PENNSYLVANIA 








ALEXANDER C. GOOD 
Consulting Actuary 
615 “Trust, Co. nite. Jefferson City, 


an 
800 Security Building, Kansas City 














FRANK M. SPEAKMAN 
Consulting Actuary 

Fred E 

E. P. —" Kine 


THE BOURSE PHILADELPHIA 




















NOVEL FEATURES IN HOME OFFICE BUILDING 





(CONTINUED FROM PAGE 6) 


purely a printing plant. All plates are 
arranged on a daily basis, so that all 
premiums becoming due on any day are 
together. These are run off and sent up- 
stairs for checking. 

The duplication department is also 
housed on the first floor. The multi-lith 
and multigraph systems are used and 
the company hopes before long to be 
able to run out 80 percent of all its 
printed forms from this department. In 
the old building, there was a freight 
elevator and loading platform and this 
feature has been preserved. The stock 
room is located by the loading platform. 

In another corner of the first floor is 
located the purchasing department. 


Light From Four Sides 


As one makes a tour of inspection 
through the building, he is impressed 
with the fact that there is light from 
four sides, making the working condi- 
tions most enjoyable. Being located on 
an elevation and having such sweeping 
ventilation, employes were delighted to 
find that the temperature was some 10 
degrees cooler on the sweltering days 
from which Cincinnati suffered this 
summer. 

Ascending to the second floor, there is 
found the M. I. B. department and geo- 
graphic. All of the indexing is concen- 
trated here. In this department there is 
one unit of the telautograph, a second 
being located in the mail and file depart- 
ment. Through the use of this instru- 
ment, many steps are saved and economy 
of time and motion is effected. Here 
the applications are scrutinized and a 
search for previous business and impair- 
ments is made. 

The applications are routed to the 
agency record department on the same 
floor. Here the agency credits are ar- 
ranged and cards made up accordingly. 
Then the annlications go on the same 
floor for medical handling in the medical 
and underwriting departments. Here are 
four private offices for Dr. H. H. Shook, 
medical director, Dr. J. S. Mills, assist- 
ant medical director, G. E. Coxworth, 
assistant general counsel, W. H. Har- 
rison, actuary, and W. R. Dodson, 
assistant actuary. 

Guest Office for Agents 


On another side of the room is a large 
guest office for agents. 

Adjacent are another battery of pri- 
vate offices for Grant Westgate, assistant 
superintendent of agencies, W. G. Pres- 
ton, assistant secretary and assistant 
treasurer, and E. E. Kirkpatrick, super- 
intendent of agencies. Then on the same 
floor is located the policy department. 
Thus there is a flow around the second 
floor from the index, including M. I. B., 
etc., departments, and the agency record 
department, to the medical department, 
to the policv department. 

On the same floor in a corner is lo- 
cated the actuarial department and off 
the main room is a sound-proof room, 
housing the Hollerith department. There 
are two banks of machines, together 
with several forms of card punching. So 
effective is the sound-proofing that when 
the door to the department is left open 
and the machines are running, the noise 
cannot be heard outside. The Hollerith 
and actuarial departments communicate 
with doors only a few feet apart. 


Receipts Are Pulled 


To the third floor is brought the mail, 
including premium checks, etc. Here it 
is cleared. The receipts are pulled and 
matched with the cash control people 
who make entries on stub accounting 
cards. Here is located the third unit of 
the telautograph on which additional in- 
formation may be requested from the 
index and file department. 

If there is agreement, as the material 
is matched, the receipt is stamped as 
paid and sent out. Incidentally, in this 
process, it has not been necessary to 








consult the record card. Alongside of 











this department is the correspondey 
division, which handles all items that; 
out of routine, corresponding with 
agent, assured or both. The O. K’d ita 
are sent to the tellers. A straight 
merical card filing system is employ. 
which the Ohio National finds is a gre, | 











economy. 





Executive Offices 





On this floor are the executive office 
Mr. Appleby’s office is most attract) 
without being ostentatious. It is done 
knotty pine, which gives a sense of p 
fined informality. The cove lighting sy 
tem gives a most pleasant effect, Thj 
office is large enough so that it is ys 
for directors’ meetings. Adjacent js 
committee room and then come the pr 
vate offices of G. A. Dieterle, treasur 
J. H. Evans, vice-president, and S. | 
Blashill, secretary. Next to Mr. Blashj 
is the office surrounded by a rail of | 
Otis Graeser, assistant secretary, 

The tier of executive offices is sep 
arated from the rest of the operation 
in the room by a bank of fire-proof file 
which are used instead of vaults. This; 
found to be a great economy, since th 
material is right at hand. The secretarie 
to the executive officers are seated with 
in rails, 
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Service Department 


On the fourth floor is found the sery 
ice department which is divided into the 
policy loan and conservation division, | 
charge of the department is B. Hopto 
and the is assisted by C. G. Sword whi 
has charge of the policy loan divisio 
and Henry Eggert, in charge of the 
conservation division. 

On the same floor is located the tran 
scription department, which is put on 
two hour schedule. Then there is 
room for use as a recreation center. 

Then in the new portion of the build 
ing is the fifth floor tower room, which 
corresponds to the ordinary individual’ 
attic and is a storehouse for odds and 
ends. 


New “Racket” in Los Angeles 

LOS ANGELES, Cal., Sept. 6.—Carl 
Warnack, charged with a new form ol 
insurance racket, was arraigned here on 
charges of conspiracy, grand theft, forg- 
ery of an endorsement and forgery o! 
a receipt. His trial was set for Sept. 1! 
It is charged that he approached K. 6. 
Chrysler of Los Angeles in June and 
asked him to cash a $2,400 check mate 
out to W. O. Todd, asserting that ! 
was a dividend on a life policy which 
the man wished to cash without the 
knowledge of his wife. The request was 
granted and a short time later, it § 
stated, he returned and _ requeste 
Chrysler to cash a second check fot 
$6,000, proposing that he should recewve 
10 percent for the courtesy. Chrysler 
became suspicious at this point and tt 
ported the matter to the authorities 
According to investigators, the defent- 
ant subsidized an employe of an insur 
ance company, who would destroy tht 
checks so that the company would 
make no complaint. 








Sponsors New Farm Plan 


OKLAHOMA CITY, Sept. 6.—Plat 
by which more than 200 farms 1n Oka 
homa now held on mortgages by inst 
ance companies may be placed im the 
hands of tenant farmers to be home 
owned, is in the making and may 
perfected at a conference proposed fot 
the latter part of September in oo 
homa City. The plan, proposed by Wi 
liam Murdoch, former Oklahoma inst 
ance board secretary, and which 
received tentative accord of many at 
the insurance companies affected, woul 
place a tenant farmer in possessiom © 
a farm, as owner, with 20 years to pay 
for it. Interest at 3 or 4 percent wot 
be paid on the principal, or the te 
sum laid against the farm. 










